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1 U.S. to Repay Dealers’ Sales-Ban Losses; 


204,848 Car Output OK'd for January 





Sparks 


Aid for Leon 
‘Keep Your Car Rolling’ 
Beer for Side Line 
My Birthday 


By 
Chris Sinsabaugh 












INTER, INC., in which Jack 
Frost and Old Man Zero are 
the controlling partners, has been 
very much in evidence in its opera- 
tions in the motor capital of late. 
In ticker tape language, Mercury 
has been most prominent in a 
falling market. Which leads this 
columnist to believe Leon Hender- 
son has had something to do with 
it in his attempts to “freeze” prices, 
particularly on automobile prvd- 
ucts. 
So, blowing on my fingers, I 
tackle the weekly job of manu- 
facturing wordage for “my public.” 


NATURALLY, in the way of a 
topic, I am picking the annual 
meeting of the National Automo- 
bile Dealers Assn. in Chicago next 
week for my text. That meeting, 
I feel in my bones, will be the most 
crucial in the history of the or- 
ganization. If it has a ways and 
means committee, I think that 
body will furnish for the considera- 
tion of the delegates ideas on how 
the dealers can profitably take up 
sidelines which will be life-lines 
that will keep them in business 
until His Whiskers and his mil- 
lions of men and billions of dollars 
lick Hitler and the Japs. Like 
President Roosevelt in his last 
speech to Congress, I’m not men- 
tioning either Italy or Mussolini— 
they don’t count. 

* * * 

EVIDENCE that the dealer body 
is composed of many “neverquits” 
is found on all sides. The retailers 
feel that if they can keep their 
heads above water for the dura- 
tion, they will come into a land of 
plenty that will repay them for the 
punishment they are taking now. 
They had a near record-breaking 
1941, made money aplenty, so it’s 
worthwhile to hang on some way 
for the reward that is sure to 
follow. They look back to the 
lesson taught them nearly 17 years 
ago when Ford abandoned the 
Model T. I well remember that and 
I always have admired the courage 
shown by the company’s 9,400 deal- 
ers whose source of supply was 
suddenly cut off by Henry’s chang- 
ing models. For 18 months they 
carried on. They kept their sales- 
rooms open and met their over- 
head for 18 months through serv- 
ice work, from May 1926 to 1928. 
Some of them took on sidelines. 
Eighty-seven hundred _§ survived 


(See SPARKS, Page 18, Col. 1) 
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Some Production 
Is Also Likely 
In February 


Light-Truck Quota 
Restored to 24,000; 
Heavy Trucks Upped 


DETROIT.—As part of a 
program to use up all fabri- 
cated parts, OPM last week 
restored to 204,848 units the 
quota for passenger-car pro- 
duction in January. (Previously the 
quota had been cut to 102,424). 
While production after Jan. 31 is 
undecided, it is considered likely 
in some circles that the industry 
may be permitted to turn out an- 
other several thousand more cars 
in February and thereby clear 
plants of all fabricated stocks. 

Other developments of the week: 
1 January’s original quota for 

light-truck output also was re- 
stored, giving the go-ahead on 
about 24,000 units. 

There was growing indication, 

however, that production of all 
types of trucks for civilian use 
would be halted after March 1. 

Production of medium and 

heavy trucks was ordered in- 
creased by 15 percent for February 
(53,485 compared with 46,245 a 
year ago), while bus output will be 
boosted 138 percent in February 
(1,065 compared with 450 a year 
ago). 

OPM’s ban on sales of new cars 

and trucks was modified to per- 
mit purchases by “strictly defense 
buyers,” including Army and Navy 
and “essential” civilian users such 
as defense constructors who obtain 
Army or Navy approval. 

The government’s rationing pro- 

gram for both cars and trucks, 

(See OUTPUT, Page 2, Col. 5) 


One Answer 
To Dealers’ 


Service Problem 


By Pete Wemhoff 
Managing Editor 

DETROIT.—How’m I going to 
stay in business with only service 
and used cars to bank on? 

I can get buyers for my used 
cars, but how'm I going to get reg- 
ular customers for my service shop 
—and keep ’em? 

Faced by the nation’s all-out war 
effort, all car dealers are asking 
themselves these questions today. 
Some dealers already perhaps have 
answers to their problems — very 
few of them do regarding service. 

Most dealers realize that, with 
tire rationing, the competition for 
service volume has been stiffened 
among car dealers, service stations 
and independent garages. They rea- 
lize that car dealers, if they would 
obtain sufficient service volume to 
keep the wolf away from the door, 
must have a real story to tell car 
owners—excellent facilities, expert- 
ly-trained personnel, genuine parts, 
standard rates, etc. 

New factory and dealer service 
programs have been aimed in that 

(See SERVICE, Page 8, Col. 1) 





a 
MORE THAN 200 representatives of the automobile in 
ernment met last week in Washington to automobile industry, labor and 


machiner 


to admit only Secreta 
J. Thomas, president, 
of OPM; Henderson; Paul 
—- of Ford Motor Co.; W 





& Ewing News Photos 
‘ov- 


plan conversion of automobile-making 


to production of war weapons. Price Administrator Leon Henderson 
opened the conference. “SRO’’ signs were 
ence room soon after the meeting was call 


sted outside the crowded confer- 
to order, and attendants were told 


Stimson or Undersecretary Patterson. Left to right, R. 
nited Automobile Workers; Sidney Hillman, co-director 
we president, Studebaker Corp.; Edsel Ford, 


8. Knudsen, director-general of OPM, 


C. E. Wilson, president of General Motors Corp. 


US. Refuses to Turn Over 
Motor Plants to Labor 


By William Uliman 
Staff Correspondent - 
WASHINGTON. — The 
United States government has 


refused to turn over the man- 
agement of the plants and 
properties of the automobile 


manufacturing industry to labor 
leaders. 


Stripped to its bare bones, that 
is the meaning of the action taken 
last week by the Office of Pro- 
duction Management in setting up 
@ conversion committee which, 
equally representative of both man- 
agement and labor, does not have 
the “socialistic’ powers demanded 
by the UAW-CIO. 


The committee has been given 
authority “to assist in the best 
method” of conversion of the auto- 
motive plants to a $5,000,000,000 
war production. Ostensibly, this is 
@ compromise between the di- 
vergent views of labor and man- 
agement. Actually, it is recognition 
of the truth of the blunt statement 
by C. E. Wilson, General Motors’ 
president, that labor’s plan meant 
“socialization of industry” and of 
his declaration that “to divide the 
responsibility for management 
would be to destroy the very foun- 
dation upon which America’s un- 
paralleled record of industrial ac- 
complishment has been built.” 


OPM will designate one of its 


The Top Ten 


PASSENGER CARS 
First Ten in Registrations Re- 
ported in Automotive News Today: 


1941 
Pos. Make 
1—844,760 Chevrolet 763,847— 1 
2—574,562 Ford 
8—432,146 Plymouth 
4—291,737 Buick 
5—271,369 Pontiac 
6—218,837 Olds 
7—204,913 Dodge 
8—137,438 Chrysler 
9—107,212 Studebaker 93,514— 8 
10— 87,126 De Soto 64,929—13 
Total All Makes 
3,555,357 3,079,188 


For complete standing of all 
makes, see Page 15, this issue. 





staff members as chairman of the 
advisory committee. OPM, the War 
and Navy departments will decide 
allocation of war orders to the in- 
dustry and these official agencies 
will direct pooling of machines and 
facilities among competing com- 
panies to permit fullest use of 
equipment. 

Wilson pledged full cooperation 
in this program and at the same 
time answered allegations that the 
industry had followed a “business 
as usual” policy during the past 
year. He asserted that every de- 
mand upon the industry by the 
government had been met, and 
emphasized the unfairness of the 
criticism to which the industry is 
being subjected. 

Observers here see in the UAW- 
CIO proposal a brazen effort to 
secure domination of the manage- 
ment of the automobile industry 
under the guise of patriotism and 
in the stress of a national emer- 
gency. Action by the OPM has 

(Continued on Page 12, Col. 8) 
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Make 


Loans to Outlets 


At Low Interest 


Storage, Handling Cost 
To Be Repaid; Ration 
Plan Faces Delay 


WASHINGTON. — “The 
government will not ask auto- 
mobile dealers to incur losses 
that result from the freezing 
order.” 

This statement was made by 
Price Administrator Leon Hender- 
son at a hearing Friday morning 
before the Senate committee on aid 
to small business. The hearing was 

| devoted entirely to questions aris- 
|ing out of the orders halting auto- 
| mobile output and freezing stocks 
jin dealers’ hands. It had been ar- 
|ranged through efforts of the Na- 
tional Automobile Dealers Assn., 
and a presentation on behalf of 
the dealers was made by L. Clare 
Cargile, NADA president. 

All senators present, including 
Senator James Murray, of Moén- 
tana, chairman, as well as Hen- 
derson, evidenced keen sympathy 
for the plight of the dealers and 
there is reason to believe, on the 
basis of the informal discussion 
between the members and the ad- 
ministrator, that some remedial 
action will be taken. 

Henderson pointed out that the 
question of relief has two facets, 
namely with respect to the cars 
now frozen and on the dealers’ 
hands, and the larger questions 
involving dealers forced out of 
business by the complete stoppage 
of production. 

In connection with the former, 
Henderson stated definitely that 
the government expects to make 
fair restitution to dealers for stor- 
age and other excess handling 
costs. He stated also that it had 
been hoped to issue the rationing 
order as of Jan. 15 but that is- 
suance may be delayed briefly 


pending receipt of complete in- 
(Continued on Page 6, Col. 4) 


NADA Proposes Methods 
For Relief of Dealers 


Special to Automotive News 

WASHINGTON. — Faced with 
business chaos as a result of the 
government freezing order on car 
and truck sales, dealers from all 
over the nation last week converged 
on Washington, made calls on sen- 
ators and _ representatives and 
heads of OPA and other war agen- 
cies. 

They emphasized their willing- 
ness to cooperate with the govern- 
ment in every way but asked co- 
operation in carrying out the freez- 
ing order. Willingness to agree to 
full stoppage of production and to 
surrender present stocks to the 
government if required was ex- 
pressed. Should the government not 
desire present stocks, request was 
made to permit dealers to liquidate 
them in an orderly mannér by 
mutual government and _ dealer 
agreement. 

L. Clare Cargile, president of the 


National Automobile Dealers Assn., 
made the following statement after 
consultation with his dealers from 
all over the country: 

“The government order freezing 
new car stocks will spell ruin to 
many smaller dealers and other 
drastic government regulations 
promise to wipe out most of those 
strong enough to survive the first 
shock. Hence, dealers, in a desper- 
ate attempt to keep going, have 
agreed to make certain requests of 
the government and the NADA, as 
spokesmen for 44,000 retail auto- 
mobile dealers and 500,000 employes 
throughout the U. S., is launching 
a nationwide fight to prevent 
wholesale bankruptcy among deal- 
ers and actual hunger among its 
army of loyal employes.” 

Subsequently the NADA execu- 
tive committee proposed to the gov- 

(Continued on Page 8, Col. 4) 








Motor Industry 
President’s «All-Out? Speech ° 


Brings Immediate Response 


DETROIT. — Automotive leaders 
last week rallied behind President 
Roosevelt’s $56,000,000,000 war-pro- 
duction program, calling for 185,- 
000 airplanes, 120,000 tanks and 
55,000 anti-aircraft guns by the end 
of 1943. 

The President, in his message to 
Congress, pledged the nation to 
the mightiest war effort in the his- 
tory of the world and promised 
that the war would be carried to 
enemy by land, sea and air 
“through until the end—the end of 
militarism in Germany and Italy 
and Japan.” 

William S. Knudsen and Sidney 
Hillman, co-directors of OPM, 
sounded the keynote in a joint 
statement: “The President has set 
our goal. We have raised our 
sights to meet it. .. . These things. 
. . . will come from the minds, the 
hearts and the hands of 130,000,000 
free men, women and children. ... 
We can do it. We will do it.” 

Cooperation of the automotive 
industry, which last week under- 
took a $5,000,000,000 war - output 
contract, was pledged by Alvan 
Macauley, president of Automobile 
Manufacturers Assn. and chairman 
of the industry’s new Automotive 


GM Promotes 
Car Heads to 
High Command 


DETROIT.—General Motors’ 
board of directors last week elected 
the following as vice-presidents of 
the corporation: 

George W. Cod- 
rington, general 
manager of the 
Cleveland Diesel 
Engine _ division; 
Nicholas Drey- 
stadt, general 
manager of 
Cadillac; H. L. 
Hamilton, head 
of the Electro- 
Motive _ division; 
N.Dreystadt H. J. Klingler, 

general manager 
of Pontiac, and S. E. Skinner, gen- 
eral manager of Oldsmobile. 

All general managers of the five 
automobile divisions are now vice- 
presidents of the corporation, M. 
E. Coyle of Chevrolet and H. H. 
Curtice of Buick previously hav- 
ing been appointed. 








H. J. Klingler S. E. Skinner 


The board also elected Harry W. 
Anderson vice-president and a 
member of the Administration 
Committee. Anderson recently as- 
sumed charge of the _ personnel 
staff when B. D. Kunkle, vice- 
president, became head of the 
manufacturing staff. 


Council for War Production, and 
by Henry Ford. 

MACAULEY—“We certainly can 
do it. The defense work in the 
main is just swinging into produc- 
tion. The make-ready is either all 
finished or in final stages on many 
vital items and just ready for large 
quantity production. I think the 
public is going to be surprised at 
the amount of war production that 
will come out of the automobile 
industry this year.” 

FORD —“We have been whole- 
heartedly in this war effort; given 
a continuous flow of materials and 
no interruption to labor’s coopera- 
tion, the production phases of the 
President’s program are entirely 
practicable. Industry can and will 
produce 60,000 planes, 45,000 tanks 
and huge quantities of antiaircraft 
guns this year. By 1943 we will 
have gotten into our stride so that 
stepping up this program will be 


simple. With that greater program 5,000 d 


under way, the war should come 
to a speedy end, perhaps in 1943.” 

President Roosevelt outlined the 
war production as follows: 

This year 60,000 planes; next 
year 125,000. 

This year 45,000 tanks; next year 
75,000. 

This year 20,000 antiaircraft 
guns; next year 35,000. 

This year 8,000,000 tons of ship- 
ping; next year 10,000,000. 

“These figures,” said the Presi- 
dent, “and similar figures for a 
multitude of other implements of 
war will give the Japanese and 
Nazis a little idea of just what 
they accomplished in the attack at 
Pearl Harbor. 

“War costs money,” he added. 
“So far we have hardly even be- 
gun to pay for it. This means taxes 
and bonds and bonds and taxes.” 

To help finance this huge war 
production, President Roosevelt 
Wednesday sent his budget mes- 
sage to Congress asking a $9,000,- 
000,000 increase in taxes beginning 
next July. Congress is expected to 
boost income-tax levies consider- 
ably, raise corporation and excess- 
profits taxes, as well as increase 
social-security levies. 

Borrowing is expected to in- 
crease the nation’s debt to $110,- 
421,000,000 by the end of the 1943 
fiscal year. 

It will take 15,000,000 workmen 
to build the planes, tanks, ships 
and guns which the President 
wants this year, the OPM labor 
division estimated. Workers en- 
gaged in defense production num- 
bered 5,200,000 in November. 


Employers Urged 


To Hire Car Salesmen 

DETROIT. — Typical of the ef- 
forts being made to re-employ car 
salesmen, laid off because of the 
curb on car and truck sales, is a 
two-column ad run last week in 
Detroit newspapers by the Detroit 
branches of Cadillac Motor Car 
division. 

The ad, headlined by “To Em- 
ployers of Salesmen,” called at- 
tention to the high calibre of the 
branches’ salesmen and urged busi- 
nesses, which have need for sales- 
men, to consider the unemployed 
retail car salesmen. The ad was 
signed by H. W. Shepard, general 
manager of the Cadillac branches. 


News Roundup .. . 


DEALERS—The government Friday assured dealers that they would 
get “fair restitution’’ for any losses suffered as a result of the ban on 


car and truck sales; 


RFC apparently is ready to make loans to dealers 


at low interest; moratorium may be declared on dealer leases. See story 


on page 1. 


PRODUCTION—OPM restores January new-car production to 204,848 


units, light-truck output to 24,000. M 


edium and heavy truck production 


boosted for February. Some new cars may be built in February. See 


story on page 1. ‘ 
DEFENSE—Motor industry thwarts UAW-CIO’s attempt to take over 


management of automotive defense 
in war orders, (see story on page 


lants; industry given $5,000,000,000 
). Automotive leaders rally behind 


President Roosevelt's gigantic war program. See story on page 2. 


SERVICE—New service programs 
story on page 1; 


offered dealers, (see ‘‘Sparks’’ and 


also story on page 2). Additional sidelines offered 


dealers, (see ‘‘Sparks’’ on page 1 and stories on page 3 and 6). 


USED CARS—Prices of used cars tend towards stabilization at year- 
end. For complete details and enlarged advertised-price table, see pages 


16 and 17. 


REACTIONS—See page 6 for stories giving dealer reactions in vari- 


ous areas on car and tire rationing. 





'rector and works manager, 
|been appointed vice-president. The 
|directorate otherwise remains un- 
' changed. 
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A NATIONWIDE “Conserve Your Car’? program 
resources of the organization, is being 


ealers. Photo shows, left to ri 


manager, and A. H. Belfie, 
book. “Rendering public service, this 
ably prolonging the useful life of mi 


. C. W. Jacobs, 


ger; C. C. Edm tral ional manager; W. F. 
alom ener Ge ee enaing manager, inspecting 
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Rallies Behind Huge War Effort 





backed by the whole service 
by Buick through more than 
arts and service man- 
ufstader, general sales 
C-Y¥-C plan 
rogram can be the means of consider- 
ons of cars already in the service of 


launched 


owners and ——s a tremendous contribution to the war effort through con- 
8, 


servation of materials,” said Hufstader. 


‘Conserve Your Car’ Plan 


Launched by Buick 


FLINT—The whole service re- that brought it about, he declared 


sources of Buick will be placed be- 
hind a car conservation program 
which was launched last week 
through more than 3,000 Buick 
dealers throughout the country, ac- 
cording to an announcement last 
week by W. F. Hufstader, general 
sales manager. 

While this problem is compli- 
cated by the very war conditions 


Kanzler to Head 
New Automotive 


Branch of OPM 


WASHINGTON —William S. 
Knudsen, OPM director general, 
has announced creation of two in- 
dustrial branches in OPM to han- 
dle the work formerly done by the 
Automotive, Transportation and 
Farm Equipment Branch. 

Knudsen stated that the two 
branches—an automotive branch 
and a transportation and farm 
equipment branch—were necessary 
because of the enormous growth 
of work done by the combined 
branch, of which Andrew Steven- 
son has been chief. 

Stevenson, who presided at last 
week’s conference of automotive 
management and labor with OPM 
officials, will continue as chief of 
the transportation and farm equip- 
ment branch and Ernest Kanzler 
becomes chief of the new auto- 
motive branch. Stevenson deals 
with the problem of assuring ade- 
quate transportation equipment— 
including railroad rolling stock 
and sufficient farm equipment to 
meet food requirements of the 
United States and other allied 
nations. 

Kanzler, who will serve without 
compensation, is president of the 
Universal Credit Corp. and is 
thoroughly familiar with the auto- 
mobile industry. He will work 
closely with the committee to ad- 
vise on the greater conversion of 
the automobile industry to war 
work. 


Mansfield Upped 
By Chrysler 


MONTREAL.—Chrysler Corp. of 
Canada announces changes in its 
executive forces, as follows: 

J. D. Mansfield, who has been 
president, becomes chairman of 
the board; C. W. Churchill, who 
has been vice-president in charge 
of merchandising, has been named 
president to succeed Mansfield, and 
R. S. Bridge, who has been a di- 
has 


it is the object of the Buick factory 
and dealer organization to deal 
with it in relation to the country’s 
war time needs, rendering a public 
service that can be the means of 
considerably prolonging the useful 
life of the millions of cars already 
in the service of owners and effect- 
ing a tremendous contribution to 
the war effort through conservation 
of materials. 

Hufstader said that the Buick 
effort will be directed in this direc- 
tion, through a “Conserve Your 
Car” program conducted coopera- 
tively between Buick dealers and 
car owners who are normally their 
customers. 

The Buick C-Y-C campaign, 
which was developed under the di- 
rection of C. W. Jacobs, parts and 
service manager, with the assis- 
tance of his field staff and service 
representatives of dealers, is fur- 
ther designed to help dealers en- 
large and stabilize their service 
business. 

According to Jacobs, it is in- 
tended to provide a type of service 
readily adjustable to individual 
owners’ needs and pocketbooks and 
will be a means of keeping their 
car maintenance costs as low as 
possible. 

The program includes a simple, 
straightforward informal agree- 
ment between owner and dealer, 
that is not a contract in any sense 
of the word, but acts as a reminder 
and memorandum to both owner 
and dealer as to what systematic 
servicing that particular owner 
wants. 

Thoroughly to acquaint the car 
owner with the C-Y-C plan, the 
program is replete with newspaper 
advertisements, handbills, envelope 
stuffers, attractive direct by mail 
pieces and post card mailing pieces. 
These will be added to, according 
to Jacobs as the campaign gets 
under way and new developments 
are injected. 

According to Jacobs, the C-Y-C 
service program is designed to 
work in principal and detail with 
any owner follow-up system now 
used by the dealer, and can start 
to function from the first day it is 
installed. 

From the dealers’ standpoint, one 
of the purposes of the program is 
to provide a means whereby regu- 
lar contact can be kept with own- 
ers, and the bulk of the owner’s 
service business obtained for the 
dealer on a continuing basis. It 
provides the owner with a system- 
atic service schedule agreed to by 
himself and the dealer and assures 
the owner that factory recom- 
mended services will be correctly 
made at regular mileages and at 
minimum costs, safeguarding 
against major mechanical failures 
through neglect. 


—_ 


Output 


(Continued from Page 1) 

due by Jan. 15, will follow closely 
the tire-rationing setup, with cars 
being allocated to government 
agencies and “super AA classifica- 
tions.” Government also consider- 
ing order freezing used-car stocks 
and parts prices, along with ceil- 
ings on both new car and truck 
prices. 

While there was no word on 

parts output, it was learned 
authoritatively that no plan for 
rationing parts is contemplated at 
present. 

Leon Henderson announced that 

“as far as possible” he would 
distribute cars through dealers; 
that “dealers will be assisted as 
much as possible.” This was taken 
to mean: (a) Handling and stor- 
age charges for dealers from Jan. 
1 on; (b) government might re- 
lieve dealers, who so desired, of 
their new-car stocks without loss; 
(c) a governmental agency for 
wholesale financing plan. 

Henderson also revealed that, 

while new-car production is ex- 
pected to stop with the using up 
of present fabricated parts, he 


New Jan. Quotas 
Following are the quotas for 
January, by makes of cars, com- 
pared with January 1941, pro- 
duction: 


Allotments Production Pot. 
Jan.,°42 Jan.,°41 Reduo- 


tlon 
45,180 104,079 
16,402 
14,358 
11,753 
2,874 
90,567 


25,184 
11,863 
6,028 
4,196 


General Motors: 
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son with the same month last year, it was 
explained that production on January 1941, 
had been below normal. 





“has not dropped entirely” a plan 
for reopening of a few small plants 
for the manufacture of cars. 

Sufficient valve steel and rubber 
will be allotted car makers for as- 
semblying January’s quota. It is 
likely that third-line tires will be 
allotted for the cars where there 
are insufficient tires in stock to 
cover the number of cars allowed. 
After January, however, any new 
cars produced will be minus tires. 

Meanwhile, sales of used cars 
have dropped off in many areas 
due, in part, to the uncertainty 
over tires. It is pointed out, how- 
ever, that dealers have been lag- 
gard in pushing the used vehicles, 
which at this time could provide a 
satisfactory source of income. 

In Washington, Interior Secre- 
tary Ickes told a press conference 
last week that there is “no im- 
mediate prospect” of gasoline 
rationing as a war measure. Ickes 
noted that the rubber shortage 
would postpone or obviate any 
need for gasoline rationing. He 
suggested, however, that a national 
speed limit of 40 miles per hour 
would save considerable rubber; 
such a limit has already been 
placed into effect in national parks. 


Vandenberg Asks Relief 


For Car Dealers 
WASHINGTON. — With almost 
complete termination facing the 
automobile retail business through- 
out the nation, Senator Arthur H. 
Vandenberg, of Michigan, in an 
appeal to Leon Henderson, urged 
that all possible adjustments to 
ease the situation be made. 
Vandenberg acted on behalf of 
thousands of automotive retailers, 
who deluged his office here with 
telegrams and letters outlining the 
plight of the nation’s 44,000 auto- 
mobile dealers and their 500,000 
employes, under existing orders. 
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results. 

As time proceeds, however, 
government officials are certain 
to realize that wars are won and 
lost on the home front, and that 
in America—a land of vast areas 
—automobiles are absolutely es- 
sential to domestic economy. 
Therefore, in the opinion of 
many, passenger car production 
ultimately will be permitted to 
at least some degree. Perhaps 
the rate would be so low that 
some of the smaller automobile 
manufacturers might think the 
volume no justification for their 
operation and would therefore 
voluntarily discontinue car pro- 
duction entirely for the duration. 


Dealer’s Role 
Appreciated 


the meantime, a greater ap- 
preciation will be developed in 
Washington for the fact that the 
automobile dealer is a permanent 
working essential to the American 
way of life. 


Not only will the question of 
renewed new car production 
come in for consideration, but the 
question of assuring a supply of 
replacement parts, as well as a 
relinquishment of present strin- 
gent control of tires, will also be 
considered. 


s* * & 


Car Salesmen 


Bear Brunt 


ECENT discussion on the ques- 

tion of setting a price ceiling 
on new cars is probably of little 
interest now with the government 
taking responsibility for rationing. 
This rationing of cars, of course, 
eliminates a lot of the sales prac- 
tices of this industry. Salesmen 
can no longer be utilized for locat- 
ing and developing prospects. The 


e 
Nugent Appointed 
e 
To Direct Car 
a e 

Rationing 

WASHINGTON. — Rolf Nugent, 
OPA consumer credit consultant, 
has been appointed associate price 
executive in the automobile and 
truck section and will develop the 
automobile rationing program, J. 
K, Galbraith, assistant administra- 
tor, announced last week. Nugent 
will be associated in his new work 
with Cyrus McCormick, price ex- 


ecutive of the automobile and 
truck section. 


A recognized authority on con- 
sumer credit problems, Nugent has 
been serving as alternate for Leon 
Henderson on the committee to co- 
ordinate work of the Federal Re- 
serve System with other govern- 
ment agencies in connection with 
the regulation of consumer credit. 

Nugent, a graduate of Amherst, 
is the author of “Planes, Guns and 
Your Pocketbook” and “Consumer 
Credit and Business Stability.” He 
worked with Henderson at Harris- 
burg, Penna., in the early ’20’s, 
became Henderson’s assistant when 
the latter was appointed director 
of the Department of Consumer 
Credit Studies for the Russell Sage 
Foundation, and succeeded to that 
position when Henderson entered 
government service in 1934. 


NADA Director Resigns 


PORTLAND, Ore.—A. B. Smith, Or- 
egon director of the National Automo- 
bile Dealers Assn., has announced his 
resignation. Elected for a three-year 
term the Portland Chevrolet dealer has 
asked the Oregon Auto Dealers Assn. 
to supervise the election of a director 
to complete his term which will end in 
January, 1943. 


Dealers tell me 


By John 0. Munn 


Dealers’ or salesmen’s com 


ments, questions 
addressed to John 0. Munn in care of Automotive 
and the writer's name will be kept in contenne @ vennaned. 





i{7ASHINGTON is in a frenzy. 

Criticism for lack of prepared- 
ness is hard to take. So, it is not 
surprising that the pendulum to- 
wards all-out war production has 
swung the entire distance the other 
way. Total elimination of civilian 
automobile production is one of the 





only line of effort longer remain- 
ing for them is to sell the holder 
of a permit on the advantage of 
buying his particular make from 
his particular dealer. The person 
who is so fortunate as to have the 
government permission to buy will 
at least have his choice of what 
to buy and where to buy. Salesmen 
will continue to have freedom in 
used car selling, but prospects will 
identify themselves more fre- 
quently than before. 


Automobile salesmen will prob- 
ably be more affected and will 
suffer more by these government 
orders than any other factor of 
the industry. It is unfortunate, 
too, because other lines don’t re- 
quire additional sales effort and 
few salesmen are mechanics or 
bookkeepers and you ce 
can’t keep a family on $21 a 
month Army pay. 


Used Car Price 
Formula 


I DON’T know the present status 
of ceilings on used car prices. I 
understand the OPA had in mind 
setting a ceiling on 1942 used cars 
to be identical with the ceiling to 
be set on 1942 new cars. And, 1941 
used cars would have a ceiling 
equal to the original f.o.b. price of 
the car plus a 20 percent markup, 
due to the fact that those original 
f.o.b. prices did not include a lot of 
items which were eventually added 
to the cost of the car, and 75 per- 
cent of the rail freight on the 
original car to the territory in 
which it is sold. From this base 
figure deduction of 8 percent to 
cover depreciation, would result in 
the figure to be the ceiling for 1941 
models. 


This is a generous ceiling, and 
it means that no dealer in Amer- 
ica will take a loss on his used 
car inventory. The models pre- 
—s 1941 would be handled in 

e@ same way; that is, taking 
the original f.0.b. price, adding a 
Percentage—probably 20 percent 
—adding 75 percent of the rail 
freight and then deducting for 
depreciation. The depreciation 
rate, being considered, is 4 per- 
cent a quarter for each quarter 
since the first of the year after 
the car was announced. These 
prices are all priced higher than 
used cars are selling for cur- 
rently. If new car production is 
permanently cancelled, putting 
any ceiling on used cars what- 
soever would work very much to 
the disadvantage of the dealer. If 
there is a real shortage of cars, 
then cars may be offered by the 
individual to a buyer at any price 
the buyer wants to pay, and it 
might often be above the ceiling. 


Ceilings Can’t 
Reach Individuals 


HEREFORE, used cars wouldn’t 
come into the hands of the 
dealer, but remain in the hands of 
the owner seeking a higher market. 
Government ceilings can’t very 
well reach down to the individual. 
And thus the government plan for 
putting a ceiling on used cars 
would bring another hardship on 
this very much over-burdened mer- 
chant. 


The picture will develop very 
much clearer as the weeks pro- 
gress. The NADA convention is 
in Chicago, starting Jan. 20. Leon 
Henderson and William S. Knud- 
sen are scheduled to speak there. 
Perhaps some definite basis for 
judgments on the conduct and 
future of automobile dealers can 
be determined there. I am cer- 
tain, however, there is a place 
for an automobile dealer, and I 
have confidence that his re- 
sourcefulness and his _ ability 
gained during the entire experi- 
ence of his business to face un- 
usual situations, will stand him 
in good stead. He is a permanent 
working essential to the Ameri- 
can way of life. 


San Antonio Dealers Protest 
























Don’t Fail 
, 


Here are some all-out points 
every dealer must consider at 
once: 

1 Make every effort to bolster 
his service and used-car de- 
partments; cut overhead and do 
SOMETHING to obtain service 
customers and keep them. 
Explore the “sidelines” field 
carefully; there are many 
non-automotive lines of mer- 
chandise that may provide deal- 
ers with added revenue during 
the emergency. 
Contact your OPM branch; 
there may be some defense 
item you might be able to make 
in your shop. 
Keep in close contact with 
your local and national dealer 
associations; ATTEND the an- 
nual NADA conclave in Chicago 
on Jan, 20-21. 
5 Keep in close touch with your 
factory; there undoubtedly 
will be lots of help it can render 
you during the emergency. Sev- 
eral plans, designed to help 
dealers survive, are in the 
works. 


Dealers Seeking 


War Contracts 


SPRINGFIELD, Mass.—A group 
of automobile dealers here are re- 


ported to be inquiring into the 
possibility of converting their serv- 
ice departments into machine shops 
for production of war materials. 

It is pointed out that many of 
the skilled mechanics and service- 
men employed by the dealers 
would be capable of immediately 
operating lathes, milling machines, 
screw machines and similar equip- 
ment if the dealers could obtain it. 

While such machinery is for 
sale, it goes only to those holding 
priority numbers and the dealers 
thus far have been unable to get 
the numbers. The dealers are 
ready to devote their entire service 
shops to war production, but OPM 
officials in Washington, according 
to reports here, have as yet shown 
little enthusiasm because of the 
need first for the equipment of 
those shops with new or second 
hand production machinery. 


Attack Proposed Control 
Over Used Cars 


Special to Automotive News 

SAN ANTONIO, Tex.—Members 
of the San Antonio Automobile 
Trade Assn., meeting in special ses- 
sion here last week, unanimously 
adopted a resolution protesting the 
proposed restrictions being consid- 
ered which would control the pur- 
chase and sale of used motor ve- 
hicles. The resolution reads: 


“We, the members of the San 
Antonio Automobile Trade Assn., 
are thoroughly cognizant of the 
necessity for the restrictions im- 
posed upon us in the sale of new 
motor vehicles and tires by reason 
of the shortage of rubber, for the 
benefit and preservation of our na- 
tional safety. We are in hearty ac- 
cord with these restrictions, and 
pledge all within our power to 
further the defense of this nation 
as to preserve the American way 
of life. 

“However, we understand that 
restrictions are being considered to 
control the purchase and sale of 
used motor vehicles, and we are 
firmly convinced that such control 
of used motor vehicles is not con- 
ducive to the best interest of na- 
tional defense, since if all of the 
used cars now in dealer’s stocks 
throughout the country were sold 
within the next 60 days, it would 
in no way effect the national emer- 
gency program or inflation. 


“Dealers throughout the nation 
will be confronted with an unusual 
number of repossessions because of 
the tire stoppage, and being unable 
to re-tire these cars for service 
and sale, will suffer tremendous 
losses. 

“Therefore, the only remaining 
source of revenue upon which the 
dealers of the nation can look to 
for survival, is parts and service, 
which are incidental to the sale of 
new cars, the revenue from this 
source can be no more than 
meager. 

“And because of the tire restric- 
tion which will of necessity curtail 
service and parts sales, this rev- 
enue will be materially reduced. 

“Dealers are practically out of 
the new car business, yet at the 
same time, burdened with heavy 
contractional obligations. The fact 
must be recognized that without 
the revenue from the sale of used 


Store Within a Store Pays 
Profits for Tacoma Dealer 


Special to Automotive News 

TACOMA, Wash. — “Shopping 
made easy” is the major appeal in 
publicity and advertising put forth 
by Mueller- Harkins, Tacoma, 
Wash., to sell “outside” merchan- 
dise at its fine dealership, cen- 
trally located in the “lumber capi- 
tal of the world.” 

General retail sales in Ta- 
coma have shown a big curve up- 
ward. Why not an automotive firm 
sell dolls, trains, roller skates, lug- 
gage, sports goods and even elec- 
tric ranges and refrigerators? 

New cars curtailed, maybe to 
the vanishing points for some 
periods the coming year, and a de- 
sire to keep the full personnel in- 
tact, combined to induce the firm 
to launch a full fledged “store 
within a store” early in December, 
just in time to get a slice of the 
holiday gift buying. 

The right man was at hand, too, 
to take charge of the new mer- 
chandise selling; “Nez” DuCharme. 
He’s a Buick veteran, for 24 years 
with the Buick distributorship in 
Tacoma, just one year less than 
the total period that Muller-Har- 
kins has represented Buick in Ta- 
coma, for this firm recently cele- 
brated its 25th anniversary. Ad- 
vancing from “grease monkey” he 
became tire sales manager a few 
years ago, and then was placed in 
charge of accessories. From these 
lines to the added non-automotive 
lines was but a natural step for 
him and for the firm. 


Having the right man to “mer- 
chandise” the new lines is the first 


step. The second is to establish 
the department in keeping with 
the lines handled. 

R. A. Mueller, the president, 
started on this basis. And he is 
pleased with the results thus far. 

“Our prices are competitive with 
other concerns handling similar 
lines,” he said. “We had a record 
of selling automotive accessories 
at above average. The new lines 
are a natural expansion of this 
department and fit into the sales 
picture nicely. The new department 
and the entire sales and service 
rooms have been refurbished. The 
interior is done in attractive ma- 
sonite. 

“The 20 days we have operated 
with the new lines indicate the 
venture is successful and will give 
us another profitable department,” 
Mueller continued. “It will help to 
carry on, with our 90-odd employes, 
as the public reception has been 
very fine. 

“It is convenient for motorists 
who come for service, to shop here. 
They are encouraged to look 
around. Usually they see something 
they want to buy, at a reasonable 
cost, and certainly, very conven- 
ient, with no packages to carry, 
and no further tramping and shop- 
ping required.” 

The profit margin is even higher 
than in ordinary automotive ac- 
cessories and so the profit potential 
is considerable. Liberal newspaper 
space has been used to advertise 
the goods carried. The ads have 
an appearance similar to those run 
by other types of firms that sell 
such merchandise. 


cars, parts and service, dealers are 
faced with bankruptcy, and the 
hundreds of thousands of their 
employes will be without emiploy- 
ment. ae, 
“Thus we, members of the San 
Antonio Automobile Trade Assn., 
go on record as being unalterably 
opposed to the placing of any re- 
strictions by the federal govern- 
ment on the purchase or sale of 
used passenger cars or commercial 
motor vehicles. . 


“This resolution was included in 
the minutes of this association, and 
a@ copy has been mailed to the 
National Automobile Dealers Assn. 
and the Texas Automotive Dealers 


Assn.” 
eee 


Dealers Offer Cars 
To Other Areas 


RIVERSIDE, Calif.—The follow- 
ing telegram has been sent to Leon 
Henderson, price administrator: 

“The Riverside County Automo- 
bile Dealers Assn. is cooperating 
and backing you 100 percent. We 
have frozen 366 new cars, 71 new 
trucks and roughly 7,000 tires. We 
estimate that based on January 
tire rationing plan this supply will 
last this county five years for tires, 
10 years for cars. No doubt these 
are needed elsewhere so we would 
greatly appreciate anything you 
can do to freeze present retail 
prices so that factories or govern- 
ment will pay full retail prices 
which will give us dealers a 
chance to make adjustments in 
order to survive this crisis.”— 
Signed, Edgar L. McCoubrey, chair- 
man. 


Boston Dealers 
Seek Program 


From Factories’. 


BOSTON.—With automobile deal- 
ers now forced to pare down their 
organizations, and having to let 
executives, salesmen and other 
workers go, some of them are 
wondering what plans the factory 
executives have for keeping alive 
the trade names of cars. 


They believe that in early 1942 
there probably will be no more 
new cars to sell. Therefore their 
stocks of used cars will dwindle. 


They also think that tire ration- 
ing may put a number of cars off 
the roads, when owners find that 
they cannot buy new tires or may 
not be able to get their tires re- 
treaded. That may give them a 
chance to buy used cars from own- 
ers. They also believe that service 
profits will not be great enough 
to meet overhead. 


They would like to see factories 
release some institutional copy to 
keep alive the trade names and to 
afford a tie-in of their names as 
dealers. Such advertising they feel 
would aid in sending owners to 
their individual service stations. 

With distributors and dealers 
clamping down on parts sales to 
the small repair men, who have 
little overhead, but have been do- 
ing much service work for owners, 
service potential for authorized 
dealers has been greatly increased. 


Ease Dealer Situation, 


K. C. Group Asks 

KANSAS CITY.—Kansas City 
Motor Car Dealers Assn. has 
adopted a resolution urging the 
federal government to take the 
cars that are needed for Na- 
tional Defense from those that 
are to be produced in January 
and February. If these do not 
prove sufficient, select new cars 
from dealers’ inventories imme- 
diately and release the balance 
for sale to the public with no 
restrictions. 

In this way, the resolution 
stated, dealers can intelligently 
rearrange their organizations 
and modify the disastrous re- 
sults now faced by themselves 
and their employes. 
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AUTOMOTIVE OUR PLEDGE 

o tA yy 4 _~One sacred pledge we make our friends here and 

r oP ined now. This publication, God willing and so long as 
r it is in our charge, will never champion the cause 

A of any individual or any corporation which is not 

t for the best interests of the automotive industry as 

E a whole. Nor will its columns be used to spread 


gossip or inflame prejudice. It will confine itself to 
the upbuilding of the industry it is pledged to serve, 
wholly through the dissemination of NEWS which 


is timely, authentic and of value—(AN 6-10-1933). 
DETROIT, JANUARY 12, 1942 





Management Should Speak Its Piece 


4 coe the hired men walk into the corner office and tell 

the ‘old man’ how to run the business?” is a question 
that waw enSwer&d,* at Ieast temporarily, last week when 
the United States government refused to turn over the man- 
agement of plants and properties of the automobile manu- 
facturing: industry t® laor léaders. This followed an OPM 
decision that the new management-labor committee did not 
have the “socialistic” powers demanded by UAW-CIO; it 
can only “assist in an advisory capacity on the best method” 
of converting the automotive plants to a $5,000,000,000 war 
production. 


On the face of it, it was seemingly harmless, but those 
who could read between the lines interpreted the govern- 
ment decision to mean that labor had been foiled in an at- 
tempt to take over domination of the automobile industry 
and shove the “old man” out of that corner office of his. 
Spokesman for management, C. E. Wilson, president of 
General Motors, characterized it as an effort on the part of 
labor to bring about “socialization of industry.” 


_ To us it looks as if the automobile industry has awakened 
just in time to avoid another Pearl Harbor. In its zeal to do 
a 100 percent job on defense production, it has been lulled 
to a sense of false security, while labor, as a termite, has 
been gnawing at the roots of the industry, in its effort to 
gain socialistic control of this giant industry. Like the Japs, 
it has been damnably clever, using the so-called Reuther 
plan as a Trojan horse with which to capture our citadel. 
Luckily, management has been aroused to labor’s intentions 
in time to spike its guns — for the time being, at least. 


Management’s weakness up to now has been in its poor 
public relations setup. It has had no spokesman, no one to 
be quoted in response to labor’s allegations of management 
trying to do “business as usual” while defense production 
lagged. In the meantime, CIO’ers Thomas and Reuther had 
just about shifted public opinion to their side and manage- 
ment was in the mythical doghouse. It has been Mr. Wilson 
who has broken-the long silence and it was his voice at 
Washington that has aroused industry. From now on we 
are expecting tit for tat in the public relations, with the 
odds favoring industry. We feel certain that if industry 
uses its public relations weapons effectively, let truth pre- 
vail, and forget its meek and conciliatory policies, it will be 
able to run its own businesses and put labor in its place. 


Labor has been arrogant in its assumption that if it sat 
in the corner office it could handle production better than 
such outstanding individualists as Kaufman T. Keller, Henry 
Ford, Charley Sorenson or General Motors’ strong staff of 
production experts, who are ——— for mass produc- 
tion that has made the automobile industry the greatest 
in the world. 

The shoemaker sticks to his last. Labor should paste that 
in its hat. Let it do the work for which it has been trained 
and which it is paid to do, and forget its socialistic ambitions. 
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A DUTY I do not be- 
OWED TO lieve there is 
DEALERS §$ anyone more 


: appreciative of 
the duress under which our fac- 
tory executives have been operat- 
ing during the past few weeks than 
we who are on the outside looking 
in. From our own contacts and 
correspondence with the automo- 
bile dealers who are today fighting 
for their very livelihood, have come 
few squawks. I believe the factory 
men are appreciative of the fine 
patience which the dealers have 
shown because the latter have 
understood that under the lash of 
government demands for a pur- 
pose in which we are all equally 
concerned there was no alterna- 


tive. 
+ * + 


In a world war, which is being 
fought with internal combustion 
engines, it was perfectly natural 
that our government, under pres- 
sure, should turn first to America’s 
No. 1 industry which was the 
originator of mass production. No 
one can say that from the day of 
the first call from Washington our 
top factory executives have not 
pitched in and worked nights, days 
and holidays to get under way a 
job so stupendous that it is prac- 
tically beyond all comprehension. 
There has been criticism of the 
slowness with which America got 
under way but tests of public 
opinion prove that the average 
American knows the automotive 
industry went all-out for defense 
and now is redoubling its efforts 
for war. 

* * * 

As we see it here, however, there 

also rests on the manufacturer’s 











Automotive News Cartoon by Ogg FitzGeral: 








shoulders an obligation of loyalty ‘ ° 3 
to his dealers which is secondary This Is All He Left Me 
only to his patriotism. There are ‘. 

upwards of 35,000 dealers in the In This Corner 


United States who have sold 33,- 
000,000 vehicles now on our high- 
ways. They have been the men in 
the front-line trenches selling and 


‘Unified Front ........’ 


servicing these cars and trucks The views im this column are those of our readers. 
and building the reputation and ———— will not be accepted but confidence will 


increasing the goodwill, in their 
community, of the product they 
were selling. 


Needed 


I realize only too well the dras- 
tic changes in force and those to 
come have ravaged the plans that 
AvuToMoTiIvE News might have had. 
But I believe today, more than 
ever before, those dealers who have 
made their bread and butter from 
an industry so ably covered by 
your publication, need your en- 
couragement and your up-to-the- 
minute factual reporting on moves 
which might well tend to revamp 
our business lives. 

Now, if ever, we are all called 
upon to present a unified front, 
and even though in the final analy- 
sis this may boil down to but a 
unity of spirit, I am sure that: the 
natural aggressiveness of men who 
have gone to make up our industry 
will not allow us take a licking 
lying down.—F. A. Johns, adver- 
tising manager, Federal Motor 
Truck Co., Detroit. 


* 


These dealers are going to try 
to maintain the good names of 
the cars they have been represent- 
ing in neon lights over empty 
salesrooms from coast to coast; 
they are going to pay the rent and 
keep their organizations intact for 
the day when our manufacturers 
will again be building new cars. 
They are going to try to stay in 
business by servicing the cars now 
on the road, and they hope, by 
enhancing the value of their serv- 
ice, to make a profit which will 
at least carry their overhead. If 
they are shrewd Yankee traders, 
they may be able to show a net 
profit on their turnover of used 
cars but that, we all know, is 
easier to talk about than to ac- 
complish. 

* * 

Now it seems to me that the 
executive heads of each car com- 
pany divide themselves into two 
definite classifications today. One 
group includes those who have had 
engineering and production expe- 
rience and who are giving all-out 
effort in the arms program. The 
second group are those who have 
pushed sales, built public good-will 
and given aid and counsel to the 
dealers. Certainly the responsibility 
on these men to maintain, with 
every means at their command, a 
loyal support of their dealers is 
to be expected. We know that many 
plans already are being promoted 
for the dealer body and we have 
no criticism of the effort which is 
being made. 


Surprised 

I am a subscriber to AUTOMOTIVE 
News and enjoy “Sparks” as it is 
always a source of enlightening 
and most interesting news. 

However, in the column of Jan. 
5, I observed with no little surprise 
the mention of Johnny Aitken as 
the winner of the 1919 Memorial 
Day classic at Indianapolis. Offi- 
cial records reveal that the race 
was won by Howard Wilcox in No. 
3 Peugeot at an average speed of 
88.06 miles per hour for the 500 
miles. 

I am a dyed-in-the-wool automo- 
bile racing fan and have memor- 
ized the important details of prac- 
tically every important racing event 
that has ever been held in the U. 
S., consequently racing is a hobby 
of mine. 

Chris Sinsabaugh unquestionably 
has a vast store of information and 
photographs of many of the im- 


What we see from our viewpoint 
is the opportunity for these sales 
executives to put behind their 
dealers strong merchandising and 
sales campaigns for their service 
and used car departments. Please 
do not tell me that this already has 
been done because it is the general 
opinion of us who stand on the 
outside, that the efforts to main- 
tain product goodwill through the 
advertising of service and used car 
facilities so far have been niggard- 


* 





able to carry-on by bold strokes 
of sales and advertising effort the 
traditions of loyalty and coopera- 
tion with its dealers left us by the 





portant automobile racing events 
of the past, which would prove in- 
teresting reading in times like 
these. Why not review some of 
them in future issues of AUToMo- 
TIVE NEws and mention a few facts 
about the specifications of the cars, 
the drivers, the winners, the dis- 
tance and troubles experienced. 


The castor oil fumes were al- 
ways perfume to my nostrils and I 
would like to live again in some 
of the thrilling scenes that I have 
been fortunate enough to witness. 

With deep appreciation of Chris 
Sinsabaugh’s many contributions to 
the automotive reading public and 
with genuine admiration for Chris’ 
ability to interestingly multiply 
words I remain—R. B. Christian- 
sen, ass’t. service manager, Fargo 
Motor Corp, Detroit. 

Epitor’s Note—“Sparks” conduc- 
tor admits his error. It was Howdy 
Wilcox, not Johnny Aitken, who 
won the 1917 500-mile race at In- 
dianapolis. Have you read “Who, 
Me?” written by Chris Sinsabaugh 
and which first ran serially in 
Automotive News? In this the au- 
thor tells of the early days of rac- 
ing and many rare old pictures 
accompany the stories. 





Years Ago 


(. .. from Automotive News Files) 





Fifteen Years Ago 


John N. Willys’ Whippet Six, re- 
sembling the ippet Dene, except 
that it is larger and more powerful, is 
formally announced. . . ; Jewett 


is made chairman of the board of 

Paige-Detroit; W. eeler suc- 

eee * Bk President. |. eis Sratsine 

° ebaker’s new u ean- e 

2 1/3-litre car, makes its i ~ 
* oe 


Ten Years Ago 
Packard revives its Twin-Six line. 
otherwise the is-cy tinder job, at the 
New York show, at which also is dis- 
pia ed the new Franklin 12... . E. H. 
arty. elected president of Nash, 
C. W. Nash becoming chairman of the 
board. 
* cd * 
Five Years Ago 
Ransom E. Olds, builder of both the 
Cidemontte and Reo, retires from ac- 


ly, impotent and not representa-|men who pioneered this industry. articipation in the automobile 
tive of a great industry still amply —G. M. &. industry — “can = 
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“My son and I figure our best bet for 
long-term profit is Studebaker” 


” ETWEEN us, my son and I have spent forty years in 

B the automobile business—the last five of them with 
Studebaker,’’ writes A. R. Gribben of Master Motors Cor- 
poration, Newark, New Jersey. 


‘*We’re both thoroughly sold on the fact that no maker 
has delivered more consistently saleable cars than Stude- 
baker, and that goes double for the 1942 models. 


‘*Another thing that makes us more than satisfied with 
our present connection is this: Studebaker understands 
the value of real factory cooperation. Studebaker’s selling 
plans are always keyed to the trend of the times and are 
slanted to the dealer’s point of view. I like that, and be- 
lieve it to be a mighty important factor in developing the 
profit possibilities of my business. 

‘‘My son and I look forward confidently to the future. 
We are satisfied that Studebaker will never let us down 
either in the quality of its product or in the sincerity of 


its cooperation.”’ 







Dealers whose wide experience has given them the most thor- 
ough knowledge of the automobile business are invariably the 


ones who place the highest value on Studebaker’s deserved 
reputation as “America’s friendliest factory.” They know that 


even the finest cars need the backing of a sincere and intelligent 
sales program to assure dealers of long-term profits. Studebaker 
dealers should benefit this year, and in the future, from 
Studebaker’s close study of the problems of retail operations. 


STUDEBAKER 


THE GREAT INDEPENDENT 
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Buffalo Dealers Expect 
Used Car Shortage 


Special to Automotive News 

BUFFALO.—Percy J. Hunt, 
president of the Buffalo Automo- 
tive Trade Assn., has called a 
meeting of the organization to 
study problems involved in_ the 
government's order banning sale of 
new cars and trucks. He said that 
all dealers must hereafter “keep 
all cars rolling.” 

Sales organizations of the deal- 
ers are being reduced sharply and 
in several instances all new car 
salesmen have been released. 

It was estimated 500 new-car 
salesmen were employed in Buffalo 
during November compared with 
less than 50 now. 

Executives of the Ford Motor 
Co. said they had no idea yet as 
to what effect the order would 
have on the local Ford assembly 
plant but it was expected opera- 
tions would be curtailed sharply. 

Chevrolet plants have stopped 
passenger car production. Some 
dealers advanced used car prices 
10 percent with the sales ban an- 
nouncement. Others said that 
demonstrator models driven 1,000 
to 2,000 miles now are worth at 
least $100 more than the new-car 
price prior to the order. All agreed 
they expect the government will 
place a ceiling on used-car prices 
to prevent any sharp upward price 
spiral. 


N.M. Dealers 
Consider Pool 
For War Orders 


ALBUQUERQUE, N. M.—(UTPS) 
—At a meeting of representative 
automobile dealers from all parts 
of New Mexico held at El Fidel 
hotel last week, plans were laid to 
survey possibilities of turning shop 
facilities to war production pur- 
poses under a pooled bid to OPM. 

George W. Lusk, acting manager 
for OPM here, and E. W. Peterson, 
OPM engineer, encouraged cooper- 
ative action by the dealers, and 
presented survey forms to be filled 
out with machine tool information. 

George Converse, manager of 
Mac Clevenger Auto Co., of Al- 
buquerque, and president of the 
Albuquerque Automobile Dealers 
Assn., presided, and appointed the 
following committee to make a 
survey of shop facilities: Paul 
Williams, Herbert Galles, Ralph 
Jones (chairman), A. E. Bullis and 
Roy Holdridge. 

Ralph Jones, Albuquerque Ford 
dealer, described cooperative ac- 
tion by dealers in the eastern part 
of New Mexico during a grass- 
hopper invasion, when poison 
spreaders were manufactured in a 
hurry by spreading the production 
job to dozens of machine shops in 
the area. 


Ore. Dealers Complain 


Of Car ‘Holdout’ 

PORTLAND, Ore.—Some com- 
plaint is heard among dealers here 
that car distributors are holding 
out on them, using cars that 
should go to dealers for their own 
metropolitan retail operations. 

Oregon Automobile Dealers Assn. 
has completed its series of dealer 
meetings te promote local organi- 
zations. George B. Wallace, presi- 
dent of OADA and A. B. Graham, 
former president, did much to give 
first hand information to the deal- 
= and described the national pic- 
ure. 










































































“Stocks of new cars in dealer’s 
hands are low and there probably 
will be a shortage of used cars,” 
said Hunt. All salesmen of new 
and used cars in his own dealer- 
ship had been dismissed and the 
two sales managers—one for new 
cars and one for used—hereafter 
will sell only used cars, Hunt said. 

“Used cars already are up at 
least 10 percent,” said Chester J. 
Brost of Brost Motors, Inc. “The 
order came so suddenly we were 
not prepared for it but we are co- 
operating in every way. Winning 
the war comes first and we all 
must make sacrifices. Already we 
have cut our sales force in half.” 

Frank J. Klepfer of Klepfer 
Bros., Inc. said the company will 
confine its activities to the sale of 
used cars and service of cars now 
in use. He said he had observed 
generally that automobile sales- 
men are going into the real estate, 
liquor and insurance businesses. 

“We look for a price ceiling on 
used cars to prevent skyrocketing 
of prices for the later models,” 
said Raymond P. Weil, secretary 
and treasurer of Klein-Weil. 
“Many of our salesmen already 
have drifted into defense work and 
some are selling insurance and 
real estate. All we can do is mark 
time and see what develops.” 

“Probably we'll have to lock the 
doors and close up,’ remarked 
Frank X. Reuter of Kenmore Mo- 
tors, Inc. “From now on we are 
doing business from day to day. 
We can’t do business on 25 per- 
cent of last year’s volume. Unless 
the service department can be 
placed on a paying basis, maybe 
that department, too, may have to 
close.” 

“We won't need a sales force be- 
cause we can’t afford to pay com- 
missions on priority orders. All we 
need is somebody to wait on cus- 
tomers who are entitled to buy 
cars,” commented Chester J. .Max- 
son, president of a Cadillac dealer- 
ship. “We have cut our new car 
sales force from 16 to four. One 
of our best salesmen now is work- 
ing as a watchman in a steel plant. 
We probably will have to move 
from our Main Street location and 
concentrate on used cars and 
service.” 


2,500 Cars, Trucks 
On Hand in Akron 

AKRON.—The 60 automobile 
dealers in Summit county have ap- 
proximately 2,500 new cars and 
trucks on hand, it is estimated. 
While the majority of dealers have 
only a limited number of cars on 
display, many of the larger dealers 
have storage facilities filled with 
cars. 

The number of used cars, not 
mentioned in the sales ban, is esti- 
mated at more than 6,000. 


Special to Automotive News 

COLUMBUS, O.—Like a bolt of 
lightning out of a clear sky, or 
to use the words of John B. Barton, 
executive secretary of the Co- 
lumbus Auto Trades Assn., “it 
came as suddenly as the attack on 
Pearl Harbor.” This in brief re- 
flected the feeling of those en- 
gaged in the retail automobile 
business in Columbus and its en- 
virons following the action of the 
federal government in placing a 
ban on the sale of new automo- 
biles. 

Coming closely on the heels of 
the rationing of new automobile 
tires in which Columbus and 
Franklin county was alloted only 
301 for January—not enough to 
meet the trade requirements of 
any established tire dealer — the 
order prohibiting the sale of new 
cars came with such suddenness 
that the dealers were stunned. 

The recovery from the shock has 
not as yet begun to take definite 
form and it is hard to tell how 
many of the dealers will continue 
or attempt to continue in business. 

At the time the blow fell it was 
estimated that there were approxi- 


More Sidelines 
Suggested 


PORTLAND, Ore.—Dealers in 
this area are considering the 
addition of an exclusive line of 
floor coverings, and also bar- 
rels, boxes and packages made 
of wood and plywood, as side- 
lines to see them through the 
emergency. 

There is now a big demand 
by small dealers to have their 
goods transported in wooden 
containers, as there is as yet 
no priority on same. Neither is 
there a stop sign on exclusive 
floor coverings. 





















Where Do We Go 


From Here? 


BOSTON.—Boston automobile 
salesmen have started to ask 
questions from their representa- 
tives at Washington as to what 
has been done for this class, as 
a result of the war. In tele- 
grams to Senators David I. 
Walsh, Henry Cabot Lodge jr., 
and Congressman John W. Mc- 
Cormack, signed by 32 salesmen 
of the Cadillac Automobile Co. 
of Boston, it reads: 

“Automobile salesmen in the 
United States are the forgotten 
men. There are thousands of us 
out of work, no jobs available 
and families to feed at home. 
Have you in your calculations 
considered any way to absorb 
this large group of men, many 
of whom are former World War 
veterans, and large percentage 
over 50 years of age. 

“We bow to no group in pa- 
triotism and in this section of 
the country have at least no 
labor union affiliations to sob 
in a lobby for us. We are will- 
ing to work at any job for which 
we might be adapted. Automo- 
bile salesmen are people. Exactly 
as are farmers and factory 
workers for whom much con- 
cern is evidenced. We are New 
England men and would like the 
answer to our problem. R.S.V.P.” 


High Mortality 
Among Detroit 


Dealers Seen 


DETROIT.—Many of the 300 new 
automobile dealers here will be 
forced out of business under the 
sales ban and the rationing pro- 
gram, said Paul T. Graves, man- 
ager of the Detroit Automobile 
Dealers Assn., last week. 

He estimated there are about 
10,000 new cars now in stock in 
the Detroit area which will be tied 
up by the suspension. 

The embargo on new car sales 
also will affect approximately 1,500 
salesmen, Graves said. These are 
all that remain of some 3,000 new 
car salesmen employed before auto- 
mobile production curtailments be- 
came effective. 

“The overhead goes on in the 
dealers’ shops during the next two 
weeks whether they can sell any 
cars or not,” Graves declared. 

“Half of the salesmen have al- 
ready been laid off and presum- 
ably a lot more will go because 
dealers don’t have to sell cars any- 


more. 
“This will greatly affect the 
country’s unemployment because 
actually there is a bigger invest- 
ment and more persons employed 
in dealer organizations than in the 
automobile production industry.” 
Graves said some curtailment 
had been expected, but not as 
drastic as that just announced. 





































Columbus Dealers Stunned 


By New Car Sales Ban 


mately 1,500 new passenger cars 
and 300 trucks on the sales floors 
of the various dealers in the city 
and county, and just what they 
are going to do with them is a 
problem of deepest concern. 

Some of the Columbus dealers 
were much discouraged by the 
situation and indicated they would 
probably have to discontinue busi- 
ness entirely. 


Some of the larger dealerships 
in the city have indicated that 
they are still in business and ex- 
pect to continue by switching to 
expanded service departments and 
specialization in parts. 


A noticeable rush for used cars 
was reported over the week-end, 
but how long the supply will last 
is questionable, since there were 
less than 2,000 available used cars 
in the hands of dealers early in 
December. 


The ban on the sale of new cars 
is more far-reaching than just the 
dealers themselves since it was 
estimated that there were approxi- 
mately 1,500 persons directly em- 
ployed by the 40 larger automobile 
dealers in the city. 
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DEALER REACTIONS 


U.S. to Repay Dealers’ 


Sales-Ban Losses 


(Continued from Page 1) 


formation regarding inventories 


and to establish equitable priority 
classifications. 


“Insofar as the problem of bank- 
ruptcy of dealers, due to the pres- 


ent situation, is concerned,” Hen- 


derson said, “it seems to me that 
that is a question to which this 
committee (Senate small business 
committee) might very well ad- 
dress itself.” 

Senator James M. Mead of New 
York emphasized at this point the 
difficulties which would confront 
dealers in securing loans through 
ordinary banking channels, in view 
of the bleak outlook for the im- 
mediate future, and called for con- 
gressional legislation through 
which loans could be made to small 
business men, automobile dealers 
included, at low rates of interest. 


“T have no hesitancy in stating 
my complete support of such legis- 
lation,” Henderson declared, “and 
the RFC is aware of my position 
on this important point.” 

Cargile was queried sympatheti- 
cally with respect to the leases now 
held by automobile dealers, and it 
was suggested by a member of the 
committee that some means might 
be found to relieve dealers of them 
for the duration. Cargile stated 
that the NADA had been consider- 
ing the matter of moratoria, but 
said that they realized that there 
was a certain stigma attached to 
such action and expressed the hope 
that other means will be found to 


Ban Is Considered 


For Oil Dispensers 
WASHINGTON.—In the works 
at the office of Petroleum Co- 
ordinator is Order M-68-C, which 
would ban the manufacture and 


sale of all oil-dispensing equip- 

ment. 
The order, if and when is- 

sued, would not affect equip- 


ment other than that used to 
dispense lubricating oils and 
gasoline. The order is not be- 
ing drafted by OPM. 


resolve the dealers’ most pressing 
difficulties. 


Henderson was rather sharply 
questioned by Senator Robert Taft 
of Ohio as to the necessity for a 
complete ban on the production of 
cars and also took issue on the 
abrupt manner in which the freez- 
ing order was issued. Henderson 
replied that the ban is essential 
because of scarcity of critical ma- 
terials, as well as the need for the 
entire productive capacity of the 
industry, and he said: “Don’t let 
us forget that this country still has 
a stock pile of 27,000,000 used cars.” 


The reason why the freezing or- 
der came as a bolt from the blue, 
Henderson informed the com- 
mittee, was to prevent a “run” on 
the existing supplies of new cars 
in dealers’ hands. 


Senator Taft raised the point 
that it would seem to be advisable 
to permit production of, say, 200,- 
000 new cars annually. In answer 
to this, Henderson said that de- 
fense officials are confronted with 
the problem of putting mate- 
rials, labor and plant capacity to 
the most urgent use. He said that 
he had heard discussion of a pro- 
posed “Victory” model. He did not 
pursue the matter further in his 
testimony, and from his demeanor 
and the general discussion, it does 
not seem likely that such a plan 
has his approval at the moment. 


All questions affecting dealers 
and the public are being given the 
most careful consideration by fed- 
eral officials, Henderson said, dur- 
ing this present period between 
issuance of the freezing order and 
the time the rationing order will 
be put out. He stated that the 
plight of the dealers was well 
understood by his agency and in- 
dicated plainly that everything 


Closing Early 


CANTON, O.—Members of the Stark 
county Automobile Dealers Assn. 
at their weekly luncheon meet- 
ing to close their new car salesrooms 
and used car lots at 6 pm. The pre- 
vious closing hour was 8 p.m. for the 
first five days of the week and 6 p.m. 
on Saturday. 


possible would be done to bring 
some measure of alleviation. 

Cargile stated it was estimated 
that 450,000 new cars now are in 
dealers’ hands, and 500,000 used 
cars. Henderson said his office had 
been informed by the automobile 
manufacturers that the new car 
inventory was in the neighborhood 
of 300,000. 

“Before we go ahead and issue 
a rationing order,” Henderson as- 
serted, “we've got to find out more 
exactly just how many new cars 
there are. That’s just one of the 
many problems we are trying to 
take care of in this in-between 
period.” 

Committee members asked Car- 
gile whether the dealers had con- 
sidered the feasibility of turning 
their equipment to other than 
automotive men, thus_ enabling 
them to carry on. The NADA presi- 
dent replied in the affirmative, but 
said that “it is not a practicable 
thing for the overwhelming ma- 
jority of dealers.” 

Cargile said that dealers hoped 
to be able to bridge the gap in 
some measure by an _ increased 
volume of service, necessitated by 
the lack of new vehicles. Senator 
Taft asked: “Won’t that be can- 
celled by the steady decrease in 
the number of cars in use as a re- 
sult of the ban on sale of tires?” 
And Cargile admitted that that 
probably was true. 

Eight requests were made by the 
NADA president in his statement 
before the committee. (These eight 
points will be found on page 8, 
column 4 of today’s issue). 

The hearing was attended by of- 
ficers and NADA executive com- 
mittee members and a large num- 
ber of dealers, as well as by many 
senators and members of the com- 
mittee. 


Oregon Dealers 
Step Up Efforts 


For Service 


PORTLAND, Ore. — Drastic cur- 
tailments in nearly every depart- 
ment of Portland automobile deal- 
er organizations will result from 
the federal government’s unex- 
pected ruling, prohibiting the sale 
or delivery of new passenger cars 
or trucks, pending establishment of 
a rationing system, according to 
leading automotive dealers here. 

Hardest hit will be the sales 
forces, which numbered between 
400 and 500 early in 1941 and now 
numbers approximately 300, handl- 
ing both cars and trucks. 


Future plans of all dealers, are 
mostly on a day-to-day basis in 
the absence of a specific rationing 
program. Dealers continue to make 
strong efforts to build up revenue 
from service departments. 


Car Imports Still 
Frozen in Canada 


MONTREAL.—New car stocks 
of importing manufacturers, in- 
cluding Hudson, Packard, Nash, 
Studebaker and Willys, are fro- 
zen throughout Canada at the 
present time because of the new 
car price ceiling. According to 
the Wartime Prices and Trade 
board, 1942 cars, like all other 
commodities in Canada, must be 
retailed at not higher than 1941 
price levels. Due to increased 
production costs and sundry 
taxes, factory prices of 1942 
models to dealers are either 


equal or greater than the retail 
prices of last year’s cars. In 


some cases it represents a 
spread of about $400. 

Despite several meetings re- 
cently between dealers, factory 
representatives and government 
officials, no suitable agreement 
has yet been made to overcome 
the difficulty. The dealers, who 
stand to lose on every sale, or in 
effect, be put out of business, 
are anxiously awaiting relief. At 
the present time they are carry- 
ing on with their used car busi- 
ness while hundreds of 1942 
models gather dust in stock- 
rooms and showrooms. 
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leave it to a Used Car Appraiser 
to spot a “New Ensland Conscience’ 


He seldom misses a trick, this lynx-eyed son of 
Solomon. His heart specialist’s ear debunks the 
owner’s boast of “perfect mechanical condi- 


tion?’ His detective-eye reconstructs every past 


accident from the fender dents. His one shrewd 


glance at the condition of the upholstery tells 
him whether this trade will merit “front-line 


center” showing on the used-car lot. 


Yes, he’ll spot the New England Conscience 


in Chase Velmo upholstery right off the bat. 





For your used-car appraiser knows best of all 
how well Chase Velmo looks . . . 50,000 miles 


after it leaves the body-assembly line. 


Woven in the vast Sanford Mills, down East 
in Maine, Chase Velmo is a pile fabric with the 
pile fibres anchored to the back of the goods so 
that wear comes only on the resisting ends of 
the fibres. In 1942 cars, Chase Velmo is proof 
positive of the industry’s pledge that cars which 


must,be driven longer will stay young longer! 
4 


L. C. CHASE AND COMPANY e 295 FIFTH AVENUE, NEW YORK CITY 


SALES DIVISION OF SANFORD MILLS ¢ OFFICES: BOSTON, DETROIT. CHICAGO, LOS ANGELES 
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Service 
(Continued from Page 1) 


direction. Now comes a new mer- 
chandising plan, developed by a 
veteran car dealer, and designed to 
obtain—and keep—steady service 
volume for the dealer’s shop, while 
at the same time assuring a mo- 
torist of preferential treatment to 
“Keep Your Car Rolling.” 

The program was developed by 
W. W. Jeffrey, for 17 years a Ford 
dealer in Oil City, Pa., (as a Ford 
dealer he’s had two experiences of 
long duration without new cars to 
sell), who has found success with 
the plan in his own community. 
The plan briefly is this: 

For a $10 fee. the car dealer 
gives the motorist a certificate and 
agrees to “keep rolling” a motor- 
ist’s car for one year, subject to 
the following conditions: (a) Mo- 
torist must have car inspected once 
each month, the dealer to charge a 
flat fee for the checkup; (b) If car 
is wrecked, or won’t run, dealer 
agrees to get car in operation within 
a certain number of hours, motor- 
ist agreeing to pay standard rates 
for parts and labor; (c) If car 
can’t be fixed in specified time, 
dealer furnishes without cost a car 
until owner’s vehicle is fixed or 
holder’s certificate is voided; (d) 
Motorist may void certificate at 
any time; (e) Dealer may void cer- 
tificate at any time by returning 
fee; (f) Certificate may be trans- 
ferred to another car, owned by 
holder, if agreeable to dealer; (g) 
In the event operator of car is to- 
tally prohibited from its use by 
government order, dealer will re- 
fund initial fee on a pro-rata basis. 


In addition to rendering valuable 


The ability of Timken Bearings to mantain correct adjustments because of the 
absence of bearing friction and wear has never been surpassed. 


Don't forget that many of the units in which you incorporate Timken Bearings to- 
day for military vehicles are identical to the units applied to commercial vehicles 
—an important point to consider to meet possible post-war competitive problems. 
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service to motorists who will form 
a huge backlog of potential car 
buyers when peace comes, the pro- 
gram affords dealers the oppor- 
tunity of checking over the cus- 
tomer’s car at regular intervals (at 
least 12 times a year) and selling 
him needed service. The plan, ac- 
cording to Jeffrey, obligates the 
dealer only to the extent of refund- 
ing the customer’s initial fee; the 
dealer may void the certificate at 
any time if he is unable to keep 
the owner’s car running. 


Selecting only reliable motorists, 
the dealer need have little fear that 
his demonstrator car or a used car, 
which may have to be loaned to a 
customer, will be ill-treated. More- 
over, the dealer may have the 
chance to render a real service to 
essential users in his community. 

The plan also provides an oppor- 
tunity for new-car salesmen, who 
may be paid a commission for each 
certificate sold. 


THE TIMKEN ROLLER BEARING 
COMPANY, CANTON, OHIO 





The speeds at the input end run as high as 
3,000 R.P.M. and at the output from 200 to 300 R.P.M. With heavy tooth 
pressures at these speeds gear contact must be accurate, remain accurate, and 
carrier deflection must be held to a minimum. With Timken Tapered Roller Bear- 
ings it is possible to make precise gear locations in assembly. Note in the design 
shown adjustment can be obtained at all positions Timken Bearings are applied. 





ernment the following methods for 
carrying out the freezing order: 


That if new car prices are fro- 

zen, one of the formulas pro- 
posed by the OPA at a recent meet- 
ing of a dealer panel be adopted. 


That all automobiles and trucks 

produced, except those designed 
especially for military service, be 
handled through dealers. 


That all cars requisitioned or 
purchased by the government 
from dealers be purchased at full 
list price under the OPA formula. 


4 That the government shall pay 
for the cost of financing, insur- 
ance and storage on all 
shipped after Jan. 1, 1942. 
That the government agree to 
purchase at retail delivered 
prices all cars and trucks which 
may be tendered to it by dealers 
on July 1, 1942. 
6 If any ceiling be placed on used 
cars, that the price be de- 
termined to enable the dealer a 
fair return for handling. 


No restrictions be placed on 
sale of town cars, limousines, 
convertible coupes or sedans, or 
trucks that are not standard units. 


That the government shall per- 
mit the delivery of all bonafide 
orders dated prior to Jan. 1, 1942. 


The last request was in response 
to thousands of complaints from 
throughout the country that cars 
bought legitimately last year are 
being held up. 

“The automobile dealers of Am- 
erica will be the major commercial 
casualty of the war,” Cargile said. 
“We had hoped that sales of re- 
pairs and parts would help tide 
over a part of the dealers, but the 
rationing of tires will so greatly 
reduce the use of cars that this 
anticipated income from the serv- 
ice departments will not be enough 
to enable them to keep open.” 

As the week wore on and mysti- 
fication, if not complete consterna- 
tion concerning automobile prior- 
ity orders, spread, the automotive 
branch of OPM issued the follow- 
ing official interpretations: 

Q.—Just what are these freezing orders 
and what is their purpose? 

A.—There are three orders; one for 
passenger automobiles, one for light trucks 
and one for medium and heavy trucks and 
truck trailers. The orders were issued on 
Jan. 1, 1942, by Donald Nelson, director 
of priorities of OPM, at Washington. They 
effect a temporary ‘‘freezing’’ until Jan. 15, 
1942, of automobiles and trucks in the 
hands of dealers and distributors, who are 


prohibited from purchasing or accepting 
‘*freeze’’ 















. Hopkins, 
7 Ww. 


charge of engineering; 


Ft. Wayne Dealers 
Elect Goral 


FORT WAYNE, Ind.—tThe fol- 
lowing officers of the Fort Wayne 
Automobile Trade Assn. were 
elected to serve during 1942: 

President, Clarence Goral, Dodge- 
Plymouth; vice-president, Ray 
Pfeiffer, Studebaker; secretary, C. 
B. Hayner, Dodge-Plymouth; treas- 
urer, E. W. Stouder, De Soto- 
Plymouth; directors, Ray Bueter, 
Chevrolet, Haywood Davis, Pontiac 
and Clarence Grieger, Chevrolet. 

The Fort Wayne association is 
one of those which pioneered the 
practice of furnishing car manu- 
facturers with a detailed annual 
report of every infringement sale 
in the city of Fort Wayne. 


cars 


Me,” by John O. 
Munn, is an open forum for the 
expression of ealers’ opinions. It 
appears weekly in Automotive News. 


“Dealers Tell 








portunity to put into operation by Jan. 15 
a rationing plan by which existing stocks 
of automobiles and trucks may be dis- 
tributed where most needed. 

Q.—Suppose prior to Jan. 1 a person 
bought a car from a dealer, paid for it in 
full, but did not actually take delivery. 
Can the dealer deliver it? 

A.—No. 

Q.—Then how can the purchaser in such 
a position get his money back from the 
dealer? 

A.—That is a matter to be arranged be- 
tween the parties. 

Q.—What about ‘‘demonstrators’’? 

A.—The order makes no exception. If 
the demonstrator is a 1942 model, it is 
‘*frozen,’’ regardless of how many miles it 
has been driven. 

Q.—But suppose it has over 1,000 miles 
on it? 

A.—Same answer. No. 

Q.—What about vehicles of other model 
years than 1942? 

A.—They are ‘‘frozen’’ only if they have 
been driven less than 1,000 miles. 

Q.—May a dealer or distributor sell or 
deliver to another dealer or to another 
distributor? 

A.—Yes. The order so provides. 

Q.—How about the producer of the ve- 
hicle? May he sell to his dealers? 

A.—He may sell and deliver to another 
producer, to a dealer, or to a distributor. 
But he may not sell to a consumer. 

Q.—How does that affect the man who 
has bought a vehicle from his local dealer 
for delivery to him at, say, Detroit, where 
the purchase arrangements were all made 
before Jan. 1? 

A.—He cannot get delivery at Detroit or 
elsewhere. 

Q.—Are deliveries of vehicles to the 
Army and Navy of the United States be- 
ing allowed? 

A.—Yes. 

Q.—Suppose a contractor is working on 
a government project such as a camp. Can 
he get delivery of a truck ordered before 
Jan. 1? 

A.—For the present, no. Emergency 
cases, and cases bearing high priority 
ratings, may be handled as special excep- 


NADA Proposes Program of Relief for Car Dealers 
| , ' Full Consideration Asked 


On Prices, Sales, Orders 


(Continued from Page 1) 


tions, but express permission must be 
obtained from OPM. 

Q.—How does any one who thinks him- 
self entitled to delivery of a car or truck, 
go about it? 

A.—He must apply in writing to the 
Director of Priorities, OPM, Washington, 
D. C., setting forth fully the facts of his 
case. 

Q.—Do these ‘‘freezing’’ orders have any 
official designation to identify them? 

A.—Yes. The one covering automobil 
called Order No. L-2-f. The one covertne 
light trucks is called Order No. L-3-e. The 
one covering medium and heavy trucks 
and truck trailers is called L-1-c. 

Q.—In making inquiries of OPM by tele- 
graph or mail is it important to mention 
the particular order number? 

A.—Yes. Very important, so that the 
inquiry may be promptly handled. 

Q.—There are said to be some 
automobiles, not including trucks, eh 
dealers’ hands. Do the orders mean that 
the dealers are ‘‘stuck’’ with this inven- 
tory? 

A.—No. Sales and deliveries are tempo- 
rarily prohibited. Soon the rationing ore. 















Sales Ban 


Dealers are reminded that the 

ee has banned the sales 
of: 
1, All 1942-model cars, regard- 
less of mileage. Also all other 
model-year cars which have a 
mileage of less than 1,000. 

2. All new trucks, regardless 
of capacity. 

3. All heavy-duty trailers. 





gram will go into effect and these vehicles 
will begin to move out. In addition, pos- 
sible measures to give relief to dealers 
have been under consideration for some 
time, and are still being studied. 

Q.—Suppose an automobile or truck was 
purchased and paid for before Jan. 1 and 
then was sent by the dealer or producer to 
a body factory or paint shop for special 
equipment. Can the purchaser now compel 
the body factory or paint shop to deliver? 

A.—No. However, it is possible that the 
rationing plan, when announced, may 
make some provision for a vehicle made 
to an individual purchaser’s particular spe- 
cification, provided such vehicle was sub- 
stantially completed on Jan. 1. 

Q.—Where a dealer sold an automobile 
or truck to a customer before Jan. 1 and 
actually delivered it to him before Jan. 1 
but has not received payment, may he bill 
his customer and receive payment? 

A.—Yes. 


Canaday Feted 
On 25th Year 


TOLEDO—Ward M. Canaday, 
chairman of the board of Willys- 
Overland Motors, last week cele- 
brated 25 years of 
service with the 
motor concern. 

Canaday en- 
tered the auto- 
mobile industry 
in 1916 when he 
became advertis- 
ing director of 
the original Willys 
company and 21 
years later, in 
1937, assisted in 
the reorganiza- 
tion of that con- 





W. M. Canaday 


cern. 

He is an authority on low-cost 
housing and was an organizer of 
the Federal Housing Administra- 
tion. Canaday is also founder and 
president of the United States Ad- 
vertising Corp. 





Canadian Dealers 


To Allocate Own Cars 

MONTREAL.—J. H. Berry, 
Canadian motor vehicles con- 
troller, said last week that 
Canadian automobile dealers 
will be personally responsible 
for allocating the 6,000 new cars 
now in their hands among those 
who wish to buy. 

Prices of second-hand cars 
will not be allowed to skyrocket, 
he emphasized, and added: “It 
is illegal to sell a used car at 
a price higher than could have 
been obtained. for the same car 
during the basic period of Sept. 
15 to Oct. 11, 1941, as fixed by 
the Wartime Prices and Con- 
trol Board.” 

There had been reports stocks 
of cars in dealers’ showrooms 
might be “frozen” as a result of 
the planned production stop- 
page at the end of March. 
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Vall Street Holds War Events 
As Key to Future 


By Dana Stuart ! 
Wall St. Correspondent 

NEW YORK.—The full force of | 
the changeover from peace to war | 
economy has been felt by the auto- 
motive industry. And, as so often 
happens in the security markets, 
the first reaction to the worst of 
the news was a rebound in security 
prices of automotive shares. Once 
again the motors took the leader- 
ship in an upward move in the 
stock market. This was the first 
time this had happened in many 
weeks. 

Impending stoppage of the pro- 
duction of all cars for most civili- 
an uses and production of tires for 
civilian uses hung heavy over mo- 
tor stocks for weeks. But when the 
final order came prices picked up. 
Whether the gains are held re- 
mains to be seen. 

There is only one possibility left 
within the industry itself, that might 
have an adverse influence on prices 
of motor shares. This is the possi- 
bility that some companies might 
have to increase their capitaliza- 
tions by the sale of new securities | 
and thus dilute the present out- | 
standing stocks. At the present 
time, however, this does not appear | 
likely on anything approaching a | 
major scale. 


Outside forces, of course, still can | 
bring pressure to bear on automo- | 
tive stocks. The course of the war | 
perhaps will be the major factor. 
As a matter of fact, the news from 
the battlefields may be the biggest | 
factor in stock market movements | 
from this point on. Tax news will | 
be important but even here the | 
point is fast approaching where the 
news can get no worse—only better. | 
More and more we hear in Wash- 


Injunction Halts e 
Boost in Truck 


Fees in Colo. | 


DENVER.—A permanent injunc- | 
tion forbidding the State Depart- | 
ment of Revenue from increasing | 
truck license fees by an estimated | 
$400,000 annually was granted dur- | 
ing the week by District Judge 
Claude C. Coffin in Greeley, Colo. 


Farrington R. Carpenter, direc- 
tor of the revenue department, had 
sought, with support of Highway | 
Engineer Charles D. Vail, to base | 
truck license fees on the actual, | 
rather than the factory-rated, ca- | 
pacity of a truck. 


His ruling was challenged by the | 
Colorado Highway Users Confer- | 
ence, and on Dec. 3, Judge Coffin | 
granted a temporary injunction, | 
which stopped the sale of 1942 | 
truck license plates. In view of the 
permanent injunction, it is ex- 
pected all counties will start sell- 
ing truck licenses collecting $10 a | 
ton on each ton of capacity, ac- | 
cording to the manufacturer’s rat- 
ing. 

Judge Coffin said Carpenter act- 
ed in good faith, and that the 
evident disparity between’ actual 
and manufacturers’ capacity rat- 
ings should be called to the at- 
tention of the legislature for 
remedial action. Trucks rated at 
1% tons have been carrying as 
much as five tons on the highways, 
Judge Coffin said. 


GM Gets Permit 


To Operate in Texas 


AUSTIN, Tex.— General Motors | 
Corp. has been granted a permit 
to do business in the state of 
Texas, and a suit instituted by 
Attorney General Gerald C. Mann 
in May 1940, to cancel the permit of 
General Motors Sales Corp., has | 
been dismissed in the Court of 
Civil Appeals here. The _ suit | 
against GMSC was instituted by | 
Mann when he was refused per- | 
mission to make examination of | 
the records of that corporation. | 
Qualification of the parent cor- 
poration makes it possible to carry 
on its business directly, subject to | 
the jurisdiction of the state, and | 
liable for annual franchise taxes. 








| 
| 
| 











STOCK PRICE AVERAGES 
Pre. Lat. Year 
Per’d Per’d Chg. Ago 
24 motors ...... 21.35 22.85 1.50 33.69 
10 car-truck cos..21.06 22.66 1.60 34.83 
10 parts-access. ..22.48 23.48 1.00 28.54 
4 tire-rubbers ...12.66 13.50 0.84 18.84 


ington declarations that there is a 
limit beyond which taxation can- 
not go without destroying the 
source of the taxes. 


Now that the ultimate in conver- 
sion to war production is being 
undertaken by the automotive in- 
dustry, more and more attention 
will be centered on the volume of 
that production. Although stock- 
holders freely accept the conse- 
quences, whatever they may be, 
there is every reason to feel that 
the government and the industry 
alike will strive to protect stock- 
holders interests. 





of American 


RETREADING is an entirely new idea to the great majorit 
to have been 


motorists. The factory-controlled syetom of tire renewing is sai 
introduced by General Tire & Rubber Co., which provides special equipment to 
its Kraft system licensed dealers. One of the most important gadgets is the 
gy which, operates much as does a a enables the tire 
expert to determine whether the plies have separated. If they have, the casing 
is useless. If they have not, the tire may safely be retreaded. Here Bonnie 
Douglas listens to the inspectoscope. 


TIMES-STAR 


34.5% 





Pie-ographically 





The “Pie-Chart” before you illustrates the 
newest chapter of a leadership biography that 
began back even before the days of Media 
For again, in 1941, local and na- 
tional advertisers gave the biggest part of 


Records. 


Speaking ..- 


their Total Display Advertising in Cincinnati 


to the TIMES-STAR. 
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Full Changeover to War Setup Spurs Motor Shares 


-|Ore. Eases Truck _ 


Restrictions to 


Aid War Effort 


SALEM, Ore. — Trucks with a 
maximum length of 60 feet and a 
gross weight of 68,000 pounds may 
operate on Oregon highways under 
special permits in event 50 percent 
of the load is consigned to U. S. 
army or navy depots, R. H. Bal- 
dock, state highway engineer, an- 
nounced last week. 

The special permits also will al- 
low trucks passing through Oregon 
from Washington and California to 
travel state highways without un- 
loading or reducing the load to 
present limits of 54,000 pounds and 
50-foot maximum lengths. 


Applications must be accom- 
panied by affidavits that at least 
half of the load is defense mate- 
rial ultimately consigned to army 
and navy bases. 

A bill increasing the length and 
load weight of trucks was defeated 
by the last legislature. 


{| Successful mer- 


chandisers are characteristically Times-Star 
advertisers . . . and Times-Star advertisers 
are characteristically successful. 


CINCINNATI 


Note: 22% of the Sunday news- 
paper's total percentage of Dis- 
play Advertising includes “This 
Week,” Comic and Rotogravure 


TIMES-STAR 


HULBERT TAFT, President and Editor-in-Chief 
Owners and Operators of Radio Station WKRC 


NEW 
CHIC. 


YORK: Martin L. Marsh, 60 East Forty-second St. 


AGO: Kellogg 


M. 


Patterson, 


333 North Michigan. 
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MR. AUTO DEALER! 


Here’s a plan that will help 


you stay in business during 
the National Emergency! * 


a 


Q. WHAT IS THE PLAN, AND HOW, AND WHY DOES IT WORK? 


A. YOU SELL YOUR GOOD RELIABLE CUSTOMER, WHO NEEDS TO KEEP 
“ROLLING,” A CERTIFICATE TO “KEEP YOUR CAR ROLLING” FOR A FEE 
(WE SUGGEST $10.00) BUT THE AMOUNT IS UP TO YOU. YOUR CUSTOM- 
ER AGREES TO BRING HIS CAR TO YOU ONCE A MONTH FOR A GENERAL 
CHECK-OVER. THIS GIVES HIM AN OPPORTUNITY THROUGH THE YEAR 
TO GET EXPERT ADVICE ON ANY SERVICE WORK NECESSARY TO “KEEP 


HIS CAR ROLLING.” 


IT GIVES YOU TWELVE OPPORTUNITIES TO SELL 


HIM NEEDED SERVICE AND TO GET PAID FOR YOUR ADVICE. IF YOUR 
CUSTOMER BREAKS DOWN, IS SO UNFORTUNATE AS TO HAVE A WRECK, 
OR IS UNABLE TO GET TIRES OR PARTS, YOU GUARANTEE TO “GET HIM 
ROLLING” IN ( ) HOURS OR TO LOAN HIM, NOT RENT, WITHOUT 
CHARGE, ANOTHER CAR TO USE UNTIL YOU CAN GET HIS CAR REPAIRED 
OR, IF IMPOSSIBLE, REFUND FEE HE HAS PAID. FOR FEE PAID, HE IS GET- 
TING A GUARANTEE. YOU ARE GETTING HIS SERVICE WORK. THINK IT 
OVER—DON’T CONDEMN PLAN BY SAYING “?’M NOT GOING TO STICK MY 
NECK WAY OUT AND AGREE TO LEND EVERY TOM, DICK AND HARRY 
WHO HAS TEN BUCKS A CAR!” YOU DON’T—THINK IT OVER—STUDY 


THE PLAN. 


Q. What is there in it for me as a garage 
operator? 


A. You have a fee (we suggest $10.00, but 
amount is up to you), from each customer 
as evidence of good faith to repay you for 
cars you have in service, and for the 
chances you take. You receive an inspec- 
tion fee ($1.00 a month is suggested) for 
checking your customer’s car over at regu- 
lar intervals and at least twelve oppor- 
tunities to sell him needed service. Here 
is an opportunity to increase your service 
business by servicing other makes of cars, 
thereby making new contacts and custom- 
ers that should be valuable to you in the 
future. 






Q. Will I be able to sell the plan to my 


customers? 


A. The plan will be most acceptable to car 
owners who have a real need for uninter- 
rupted auto transportation during the pres- 
ent emergency. The plan fulfills the very 
essence of a good contract, mutual benefit 
through cooperation, to the parties con- 
cerned, the car owner and the garage oper- 
ator. Wouldn’t you, as a citizen, pay a small 
fee to be assured that you would have the 
loan of a good car if your car broke down 
and couldn’t be repaired promptly, and 
government regulations wouldn’t allow 
you to buy a new one? Certainly you can 
show him that you have many more fa- 











Garage Operators Certificate No............. 


Issued to 


I idea oe Be apt 
Current License No.......... Gia cee Se 


I, the undersigned certificate ow 
acknowledge receipt of the above a: 

r “Keep Your Car Rolling’ Cer- 
on woeretend Se e, an 

ree e terms and conditi 
outlined in the certificate, ond aaeee 
to at once surrender and deliver to 
ne garage eqereies any automobile 

@ garage 
when (a) notified that my car fa 
immediately paying for repairs, or 
(b) shoul perege operator for any 
e 


reason void certificate. 


aaa amacaes mcrae Seal 


The purpose of this plan is to | 
: 

“Keep Rolling,” as necessary, those cars | 
that are essential to National Defense, as well ) 
as for important and urgent civilian needs... and 

is in no way contrary to the government's desire to cur- 
tail unnecessary and unessential automobile usage. 












IN 


Street or Address 
City or Town ..... a 
NY sinicetanassissencieionsin ; Be scnic odd 


In consideration of | 
| (YO 


seca mages” polling sine 
subject to the Ponditions| set ou 
(A) Certificate holdef shall 
of business for a check-up or ir 
and every month. The Garage 


and yb my 
Certificate holder may, Of ‘nay 
(B) If, when the c@pificate 
and is within Miles fr 
agrees, upon receivin 
hours, by supplying 
pairs, parts and labor 
(C) If unable to get@the ab 
re ts, Gres, o 
i) fur 


a 
2s 


ay 
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catomob le for his or 
car rolling or voids ce 
(D) Certificate h 

















operator, or by failing fe brir 
check-up and inspection, hereby 
(BE) Garage operaioaey 
car is wrec! or st 
cash, initial fee paid 7e 
promises contained in fap ite. 
) Certificate owned nay 
btainin e operstoms wri 
from manne of corti cate halder. 


(G) In the event 
tion or law, 


2 
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named on a pro-rata t 
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ling” 
itions| set out below, for a period of one year from the above 


holdef : nal nS the shove automobile to garage eperaier a ont established place 


eck- in 

The Ga a "operator's a charge for checking over and inspecting car 
endations in regard thereto shall be Dollars ( 

ay, Of nay not, act on the report and recommendation as he sees 


i iteate is in effect, the above automobile is wrecked, or will not run, 


ne 
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mill tilt 





li iio t get costeate holder’s car rolling within a pe 


y be necessary for the operation of the car. 


0 - the above ae roliog beseuse of extensive repairs ° or jeehiity to obtain 
, Gres, or other n tems 
stor Will furnish without additional cost of any kind to certificate holder, an 


‘as herein provided 
ay void certificate at any time by giving written notice to garage 


cae he money pai 

ohinay void certificate and liabilities thereunder, either before or after 
ling, at any time by refunding or tendering to certificate holder in 
Bi, set forth if garage operator is unable or unwilling to carry out 


ad written approval endorsed thereon. The certificate is not transferable 


2rator of the car is totall rehibited by government order, re oa 
r will refund to D tienee” holder the initial consideration a 







TMT 


cilities, tools, parts, equipment and trained personnel, 
nd resources available to “keep him rolling” than any 
me not in the automobile service business could possibly 
have. 


‘). What chances am I taking, supposing I cannot get 
parts, batteries, tires and so forth, while some customer 
is driving one of my cars day after day? 


A. You are not guaranteeing to keep every car in your 
community running but rather your certificate holders. 
You know, and I know, that there are comparatively 
few cars you cannot get rolling in twenty-four hours. 
Naturally, you are going to get the certificate holder, 
who is using your car, going first, or if impossible, re- 
fund him his money. If the time ever comes that you 
cannot get most of your certificate cars rolling, cannot 
sell new cars, and you cannot get parts, batteries, or 
tires what on earth are you staying in business for? 


Q. What is my greatest liability providing I absolutely 
am unable to fulfill the agreement? 


A. To give back your customer the fee he has paid, and 
in the meantime you have had first opportunity to sell 
him his service work. The manufacturer has built so 
much quality into the modern car that most will run so 
the percentages of returns will be comparatively small, 
but still the owner is protected by your cooperation. 


Q. How do I sell the certificate? 


A. Through your service department, by your salesmen 
or other employees (paying commission if desirable) or 
through advertising, newspapers or otherwise. 

Q. To whom do! sell a certificate? 


A. Any reliable car owner who is responsible. This is an 


UNA 





: a: Your Car Rolling’ 4 


Certificate 


Scasaaiapatacasensite Certificate Owner I TD Wiciitecsinceni ac cnmntss 

Siac coset eacas TO siscicncccs: HE Hiisicscine 

settee neha a 

eisleeaccsa ediciones Serial No............. License No............. 
Dollars ($ ), receipt of which is acknowledged by 


(YOUR NAME IMPRINTED HERE) 


The 
the above mentioned car owned by the above named "certifeate holder, 


business hours, and t once in eac 


er month. 
ae 4 


m certificate holder’s above named address, the garage operator 


repair charges, prevailing in the community, such re- 


new or used, 
slusive use until — time as garage operator is able to get owner’s 


garage enapeter’s place of business for any monthly 


y transfer certificate from car above specified to any other car by 


AAA 
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honest, sincere proposition given in good 
faith. Naturally, you do not want to sell it 
to an owner of a jalopy or some “fly-by- 
night” youngster who you may expect to 
have three or four wrecks a year. 


Q. What is there in it for my salesmen? 


A. Not being able to sell new cars you can 
let them sell certificates. The compensation 
proposition is up to you (we have sug- 
gested $2.00 a certificate). The salesman 
who is unable to sell from five to ten of 
these certificates a day to his regular cus- 
tomers and to yours, we think, should make 
application for a new job. 


Q. How many cars do I have to put in serv- 
ice to take care of certificate holders? 

A. That depends on the number of certifi- 
cates sold. Probably no more than you have 
now, counting company cars, official cars 
and salesmen demonstrators. If you need 
more cars, you have sold more certificates, 
taken in more money and have done more 
business, here is a place for your good used 
cars to be bringing in a return through 
your service department. 


Q. Who can become an enfranchised “Keep 
your car rolling” dealer? 


A. Any reliable, and only reliable, automo- 
bile dealers, garagemen, and service sta- 
tions who qualify. 


Q. What if the government denies my cer- 
tificate holders the right to drive their cars? 


A. This is covered in the certificate. The 
plan is designed to help the essential and 
necessary use of cars. In every community 
there are many cars that must be kept in 
service and you help “keep them rolling.” 


Q. How am I protected against abuse of 
cars temporarily in the hands of certificate 
holders? 

A. Sell certificates to reliable and respon- 
sible people only. Have your loaned cars 
insured for the protection you want. Our 
insurance company charges us no more for 
fire, theft, and collision than for salesmen 
demonstrators. The risk appears less. We 
suggest cars be privately licensed. Our 
liability policy premium was increased but 
ten percent. If an occasional customer 
abuses the privilege cancel his certificate 
and return fee collected without question, 
argument, or further liability. 

Q. What does it cost and what are the re- 
quirements to become an_ enfranchised 
“Keep your car rolling” dealer, and what 


_doI get for my money? 


A. It costs $20.00, and the ability to show 
that you are reliable and established in the 
community. This is not a “fly-by-night” 
scheme. We require, in addition to your 
check, two references, banks, Chamber of 
Commerce, or established businesses will- 
ing to certify as to your reliability. Mail 
your check now, with a letter on your busi- 
ness letterhead giving references, exact 


Remember... 


munity to get yourself rolling . 
will to keep going to win the battles of life . 


- try... try. oF 
won't help a = to wring your hands and wail “what will I ‘do?’ . 


don’t delay ... mail check now! 


when your customer has YOUR car, you have HIS car under wane a cece 
try this business-saving plan ... mail your check with references immediately . 
+ anyone can throw up his hands * despair . 
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Don’t Close Up Your Shop Until You Read Every 
Word of This Plan. It Will Help Save Your Business! 


amount you wish imprinted on certificate, 
as to fee, check-up charge and distance you 
will be responsible for owner’s car. 

Q. Suppose I have to refund for several 
certificates or loan my cars all the time? 
A. What present department of your busi- 
ness brings an income without expense on 
your part? 

Q. Supposing a certificate holder’s car is 
totally or hopelessly wrecked, do I have to 
supply him with one of my cars for the 
balance of the year? 

A. No, the plan provides for you to void 
certificate in this case. 

Q. What do you supply for $20.00? 

A. A prompt mailing of an original allot- 
ment of 100 union-printed certificates, im- 
printed with your business name, and with 
amounts you desire entered, a record of 
certificates sold for you to keep, a placard 
to display in your office or showroom to 
show that you are an enfranchised “Keep 
Your Car Rolling” dealer, and suggested 
copies of ads and all material necessary to 
put the plan in operation. Additional im- 
printed certificates as needed are ten cents 
apiece in lots of fifty or more. 

Q. What can I lose? 


A. $20.00 if you never sell a certificate. 
Your business if you do not do something 
similar to this to build up your service 
work. All car manufacturers have advised 
that maintenance and service are essential 
for your very business existence. 

Q. Who evolved and copyrighted the plan? 


A. An established automobile dealer with 
seventeen years actual experience in one 
community with one line of cars, who has 
found the plan workable through actual 
experience and who has often loaned re- 
liable customers cars in the past. 

Q. Do I have the exclusive right to the plan 
in my community? 

A. No, but if you are first in your com- 
munity you have the jump on the other 
fellow, and after all, this is something to 
sell to customers who have confidence in 
you. 


Q. Supposing I like the general idea of the 
plan but feel certain minor changes should 
be made in certificate to fit conditions in my 
territory or a situation peculiar to my in- 
dvidual business, can those changes be 
made and can [ still obtain a franchise? 


A. Yes, if changes desired are acceptable 
to our attorneys and you are willing to pay 
the slight extra charges necessitated by 
special printing, and so forth. 

Q. Will you send me further details? 


A. We will endeavor to answer any ques- 
tions, although we feel all details are cov- 
ered in this ad, if you study it carefully. 
Remember, while you are hesitating, your 
competitor may start selling your valued 
customers. 


costs only $20.00 to 
- be the first in your com- 
- it takes courage = ~ 
- you'll never know until you try . 

- here’s a plan that will help You . 


W. W. JEFFREY, OIL CITY, PA. 


For 17 Years Continuously a Franchised Automobile Dealer 


References: Second National oo Titusville, P. 
$64 SENECA 


enna.; Any Bank in Oil City, Oil City, Penna. 


A STREET — "PHONE 16 





War Plane Every 


That is 1943 Output Schedule 
Called for by Roosevelt 


NEW YORK.—National Assn. of 
Manufacturers, translating into 
every-day terms the war produc- 
tion schedule called for by Presi- 
dent Roosevelt, last week disclosed 
the enormous scope of the pro- 
gram in material, time, space and 
manpower. 

The association said that the 


Soldiers to Get 
Training in Tire 
Retreading 


WASHINGTON. — Enlisted men 
will be trained in retreading and 
repairing tires at a new Army 
school to be opened early this 
month at Akron, O., the War de- 
partment announced last week. 

In line with general restrictions 
on the use of rubber, including a 
ban on sales of new tires to ci- 
vilians, the school is part of War 
department plans to conserve ap- 
proximately 50 percent of the rub- 
ber used on Army trucks and auto- 
mobiles. 

The school will be set up at the 
Akron plant of a tire manufactur- 
ing company and 20 soldiers at a 
time will be given an eight-week 
course in retreading and repairing 
tires. It will be a development of 
an experimental program conduct- 
ed recently at the Holabird Quar- 
termaster Depot in Baltimore, 
which the War department said 
indicated thousands of Army truck 
and passenger automobile tires 
could be _ reconditioned success- 
fully. 

One such school already is in 
operation with branches in Akron 
and Los Angeles, taking 10 Army 
officers a week at each branch. 
These officers return to their posts 
and train enlisted men under their 
command in tire retreading and 
repair. 


Brown to Head 
New GM War 


Committee 


DETROIT.—The board of direc- 
tors of General Motors Corp. last 
week approved the formation of a 
War Emergency Committee, com- 
posed of seven executives of the 
corporation, as a means of increas- 
ing GM’s contribution to the war 
effort through the further stimu- 
lation of the production of war 
materials. 


The newly created committee, 
which supersedes the Defense Ma- 
terial Relationships Committee set 
up in June 1940, will have respon- 
sibility for all GM activities con- 
nected with the war emergency 
for its duration but will be auto- 
matically dissolved at the con- 
clusion of the war. 

Donaldson Brown, vice-chairman 
of the board and vice-president of 
the corporation, will be chairman 
of the new War Emergency Com- 
mittee. Other members will be 
Alfred P. Sloan jr., chairman of 
the corporation; C. E. Wilson, 
president; John Thomas Smith, 
vice-president and general counsel, 
and Albert Bradley, Frederic G. 
Donner and O. E. Hunt, vice- 
presidents. 


Frederic G. Donner, vice-presi- 
dent in charge of finance, has been 
elected a member of the board. 


GM Gets $300,000,000 
Order for Tanks 


FLINT.—An order for the 
construction of more than $300,- 
000,000 worth of tanks for the 
armed services has been re- 
ceived by General Motors Corp., 


it was learned here Friday. , 


The tanks are to be assembled 
in the plant now under con- 
struction two miles south of 
here. The award gives GM a 
tank order approximately equal 
to the new Chrysler Corp. tank 
order, announced last week. 





President’s demand for 125,000 
planes and 75,000 tanks in 1943 
meant turning out a plane every 
four minutes and a tank every 
seven minutes. 

Roosevelt’s estimated need of 8,- 
000,000 dead-weight tons of mer- 
chant shipping in 1942—and an ad- 
ditional 10,000,000 tons in 1943— 
would require a sustained rate of 
about two ships a day. 

Attempting to estimate the man- 
power requirements in the aircraft 
industry alone, NAM said the 193,- 
000 workers engaged in making war 
aircraft in 1940 would grow to 1,- 
392,000 in 1943, or approximately 
one-fifth as many workers as are 
now employed in all defense fac- 
tories. 

The association said that if air- 
plane designs were frozen such a 
huge increase in plant facilities 
might not be necessary. 

“Some idea of the size of this 
program is shown by the fact that 
to produce 60,000 airplanes and with 
plants working 365 days a year and 
24 hours a day, one plane could be 
turned out every eight minutes,” 
the association said. 

“At the end of 1941, shipyards 
of the country had under con- 
struction 833 sea-going merchant 
vessels of which more than 700 
would have to be completed to 
maintain the President’s schedule 
for 1942.” 


Chrysler to Triple 
Tank Output 


DETROIT. — Production of the 
Chrysler Tank Arsenal will be 
tripled this year with the goal set 
at a trainload of twenty-eight-ton 
tanks a day, K. T. Keller, presi- 
dent said last week. 

The announcement was in an- 
swer to President Roosevelt’s 
speech to Congress calling for all- 
out effort to produce the tools of 
war. 

“Our efforts to get this enormous 
program under way are receiving 
the undivided attention of our en- 
gineers, tool experts and master 
mechanics,” Keller said. 

“Chrysler Corp. is very happy to 
be asked to play such an important 
part in this important program,” 
he continued, “and our automobile- 
production workmen will be glad 
to know that this new tripled tank 
production will require three times 
as many men as we now have pro- 
ducing tanks.” 


Tompkins Named Aide 


To Knudsen 

WASHINGTON. —L. D. Tomp- 
kins, vice-president and director of 
the United States Rubber Co., has 
been appointed special assistant to 
William S. Knudsen, director gen- 
eral of OPM. 

He will assist Knudsen in the 
handling of special problems aris- 
ing from time to time. Tompkins 
will serve without compensation, 
on leave from his post with U. S. 
Rubber in New York City. He is a 
member of that company’s execu- 
tive committee and chairman of its 
war products committee. 


For a fresh automotive viewpoint, 
read George M. Slocum’s ‘“‘A Word in 
Edgewise.”’ 





BUILDING JIGS and fixtures for ai 
automobile plants, but here is an_exam 
and equipment to the defense effort. 


Fisher Body p 
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4. Minutes; Tank Every 7 Minutes 


U.S. Seen Ready 


—a is a new experience for modern 


e of how one shop is devoting its skill 


ictured above is a scene in a troit 


lant where hundreds of complicated jigs and fixtures are being 


ilt for assembly of the B25 two-engine bomber. The men above are workin 
a a pair of nacelle fillet jigs—fixtures prepabty sanea®’ of in the plant until 


a few months ago. So techn 


cal and difficult is 


is work, all of which must be 


by hand, that construction of the comparatively small jigs shown here 
ceautees approximately 2,500 man-hours of work—in other words an entire 


automobile could be built more cheaply 


and quicker than this one pair of the 


hundreds of such fixtures necessary for bomber work. 


U. S. Refuses to Turn Over 
Motor Plants to Labor 


(Continued from Page 1) 





thwarted such a move. As a re- 
sult, the union issued a critical 
statement in which it was de- 
clared that the limited powers of 
the new committee meant that the 
switch from making cars to pro- 
ducing war materials “will be 
handled in a leisurely way and 
that there will be no pooling what- 
ever between the companies of 
available machinery and _ skilled 
labor.” 

As spokesman for management, 
Wilson declared that “we have to 
operate on the present industrial 
and social system of the United 
States or go into a regimented 
system. Ordinary business ways, 
we know, will take care of any 
emergency.” 

In the meantime, OPM Director 
William S. Knudsen indicated that 
a large portion of the five billions 
committed to the industry by the 
Army and Navy for conversion to 
war would be used in construction 
of new plants. He said that “if by 
July or August” the industry finds 
it needs “two or three more bil- 
lions” to accomplish the purpose, 
it will get them. 

“You don’t need to worry about 
being shut down after 1942,” he 
said. “There is more work coming 
—the figure is staggering.” 

General Motors’ President Wil- 
son told reporters that, while GM 
will start production on the new 
orders within a few weeks, he 
doubted whether the industry could 
achieve a_ five-billion-dollar war 
production within the year. He said 
it would take GM until the end of 
the year to complete retooling. 

Wilson proposed at the confer- 
ence that passenger car production 
continue for a short time in Feb- 
ruary to enable plants to complete 
January quotas; this was agreed 
on, in substance. 

One definite accomplishment of 
the week was an agreement to place 
all automobile plants converted to 
war work on a 24-hour day, seven- 
day week with resulting issues of 
extra pay to be negotiated, or, if 
necessary, to be arbitrated, later. 
Most contracts in the industry pro- 








GLEAMING METAL, that will become gore of big Pratt & Whitney airplane 


engines, is being worked by ex 
engine plant. Ford,is building 


rt han 
&W engines for the U. S 


s in the Ford Motor Co.’s airplane 
Army. These huge 


aluminum forgings are crankcases for the engine, with the ‘double row of aper- 
tures showing the arrangement of 18 cylinders in a double row. 


vide double time for work on Sun- 
days and holidays. 

In addition to delaying formula- 
tion of the method of converting 
the automotive industry to all-out 
war production, the CIO last week 
won unflattering attention by its 
page ads in newspapers denouncing 
alleged shortcomings in the arm- 
ing of the nation and blaming it 
upon the government's failure to 
adopt the so-called Reuther plan 
for using more automotive plant 
facilities. Coming at a moment 
when national unity is a para- 
mount obligation, official Washing- 
ton read the ad askance and un- 
officially approved the Automobile 
Manufacturers Assn.’s prompt re- 
joinder as being a fair, justified and 
adequate reply. 

On the heels of the furore, how- 
ever, Reuther and Lieut. Col. A. 
Robert Ginsburgh were directed by 
the War department to resume a 
tour of defense plants to study 
possible uses of machine tools now 
idle. Undersecretary of War Pat- 
terson explained that the depart- 
ment is seeking the active coopera- 
tion of all persons who could in- 
crease war production. 

Washington is still reverberating 
with echoes from the epochal gov- 
ernment-industry conference’ the 
first of the week when the gov- 
ernment dumped more than five 
billions of additional war orders on 
the automotive industry’s lap and 
announced the impending end of 
civilian-use production. 

The breakdown of the govern- 
ment’s new demands upon the in- 
dustry for this year, given by W. 
H. Harrison, OPM production di- 
rector, was $1,250,000,000 worth of 
finished aircraft and parts, includ- 
ing long-range four-engined bomb- 
ers; $1,000,000,000 worth of tanks; 
$1,500,000,000 worth of trucks and 
other non-combatant military ve- 
hicles; $500,000,000 worth of combat 
vehicles and $1,000,000,000 worth of 
ordnance. 

It was indicated that a basic 
feature of the new program will be 
pooling of machines and toolmaking 
facilities. There is also planned in- 
terchange between companies of 
dies, patterns and processes, con- 
centration of complex jobs—air- 
craft, tanks and guns—in large 
plants with elimination of the 
simpler jobs; subcontracting to the 
maximum extent, with each com- 
pany farming out work to anyone 
with the manpower and machinery 
to do the job; concentration of 
civilian production in smaller 
plants not readily convertible to 
war production. 

In addition to the Army’s needs, 
Undersecretary Forrestal outlined 
plans to put $1,500,000,000 worth of 
Navy orders in the automobile 
plants, and Knudsen said “letters 
of intent” by both the War and 
Navy departments, issued in ad- 
vance of actual contract signing, 
would be strengthened so _ that 
companies may undertake war 
work without fear of financial loss. 


DEFENSE 


To Boost Blimp 


Production 


WASHINGTON. — Any easing of 
the rubber situation, which some 
quarters had believed might be 
forthcoming, was virtually elimi- 
nated last week as plans for a 
large building program of Navy 
blimps and dirigibles became 
known. 

The Navy announced last week 
that an airship patrol, under com- 
mand of Rear Admiral Adolphus 
Andrews, had been commissioned 
for coastal duty in the Atlantic. 
Blimps already are operating for 
observations and every mile of the 
4,940 miles of the coast line will 
be patrolled. 

The number of lighter-than-air 
craft to be used cannot be re- 
vealed, but their production will be 
speeded and will require all rubber 
not needed for Army trucks, tanks 
and other purposes. 

The Navy virtually has admitted 
that the era of the aircraft-carrier 
ships is ended. It now is nego- 
tiating for “aircarriers” which will 
fly 80 miles an hour and launch 
fighting aircraft. They will be 
similar in type to the Akron and 
the Macon, which, in the experi- 
mental stage, met disastrous ends. 

The Akron and Macon carried 
six fighting craft and had a ca- 
pacity of approximately 6,000,000 
feet. The new airships will have 
10,000,000 cubic-feet capacity and 
will be able to launch a minimum 
of 10 fighting craft. They will have 
a cruising range up to 10,000 miles, 
and it was stated by the Naval 
Bureau of Aeronautics that these 
airships could have protected Pearl 
Harbor. 


Guayule Output 
Boost Urged 


Before House 


WASHINGTON. —U. S. depart- 
ment of agriculture officials last 
week urged the House Agriculture 
Committee to speed enactment of 
legislation to permit the planting 
of up to 75,000 acres of seed of 
guayule shrub. 

Paul H. Appleby, undersecretary 
of agriculture, said the shrub could 
be grown in parts of California, 
Arizona, New Mexico and Texas. 
and now is being grown in the 
Salinas Valley of California. 

Dr. Elmer H. Brandes, of the 
Bureau of Plant Industry, said 
that 1,620 pounds of rubber could 
be produced from each acre of 
shrub in four years, and that the 
seed from the plants would in- 
crease ten fold each year. 

He said that it was necessary to 
get the ground prepared and the 
seed planted before March. Repre- 
sentatives suggested setting a price 
that would encourage farmers to 
cultivate guayule. 


U.S. to Spread 
War Plants 


WASHINGTON. — President 
Roosevelt announced last week 
that plans are being studied for 
the removal of airplane plants and 
other war industries from the 
Pacific Coast area. 


No wholesale removal of entire 
industries is likely, he said, but 
instead there will be what he 
called a distribution of plants. 

Parts manufacture, for example, 
will be established at points apart 
from assembly plants so that a 
single raid, while it might cripple 
an industrial establishment, would 
not halt production completely. 

He said such a plan of distribu- 
tion is logical on the basis of ex- 
perience abroad. 





Coolidge Named 
NEW YORK. — James H. Coolidge, 
executive vice-president of McDonald- 
Coolidge & Co., has been named treas- 
urer of Thompson Products, Inc., it 
was announced last week by F. C. 
Crawford, president. He succeeds J. D. 
Wright, who recently was elected vice- 
resident and eneral manager of 
hompson Aircraft Products Co., whol- 
1 owned subsidiary of Thompson 
roducts, Inc. 
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. . . ° Personal Accident Insurance covers your customer against loss of 
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tomers everywhere through more than 250 local branch offices ... each a self-contained, fully-functioning unit...in all 48 states 
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ENGINEERING » PRODUCTIO 
By A. Hi. Allen 
Last week the long-threatened pinch on supplies of scrap 
steel had its initial effect on operation of open hearth steel- 


making furnaces in Detroit, compelling Great Lakes Steel 
Corp. to shut down four of its battery of 16 furnaces, each 


of which currently has been 
more of steel for war equip- 
ment every 14 hours. Operat- 
ing under “forced draft,” 
these furnaces have been supplying 
steel at an annual rate of 1,800,000 
gross tons, and they have been go- 
ing practically full tilt for well 
over a year. Deficiencies in supplies 
of scrap steel began to appear sev- 
eral months ago and to minimize 
their impact the proportion of scrap 
per charge was lowered and the 
amount of pig iron increased. 

But withal scrap is still needed 
for open-hearth heats and last 
week the scrap just wasn’t there. 
Inventories, normally many thou- 
sands of tons, were exhausted 
and while company representa- 
tives were scouring the eastern 
Michigan area for possible hid- 
den scrap, they did not have 
much success and the prospects 
were that more furnaces would 
have to be taken out of service 
before many days had passed. 
Fortunately relief came Thurs- 
day when OPM took a hand and 
promised to allocate enough scrap 
to keep 12 furnaces going. 

There is no one to blame for this 
unfortunate situation, deplorable 
though it is, especially in view of 
the fact the company is consigning 
virtually all of its output to war 
purposes. The simple fact is that 
there is just not enough scrap to 
keep the plant going at its current 

rate. Scrap dealers were being 
hounded for material, brokers were 
being implored by “big shots” from 


ouring out some 200 tons or 


ings and turnings better suited to 
open-hearth melting by the simple 
expedient of compressing them into 
small briquettes which will melt 
down quickly without oxidation 
loss. So the scramble now is on to 
locate and begin operation of 
briquetting presses. But they are 
expensive, deliveries are slow, un- 
certain. A number of such presses 
are operated in Michigan plants, in 
fact probably more in Michigan 
plants than in any other industrial 
area in the country. But they are 
used primarily to produce briqu- 
ettes for melting in foundry cupolas 
in the production of gray iron. 
* * * 


Gray Iron Foundries 


Due for Idleness 

The outlook for gray iron foun- 
dries of the large mass production 
type operated by the motor com- 
panies is particularly dark, in view 
of the likely suspension of prac- 
tically all motor car production. 
And gray iron seems to be on the 
unwanted list for war equipment. 
Steel castings—yes; but gray iron— 
not needed. So conceivably the 
briquetting presses now serving 
foundries can be directed toward 
supplying material for open-hearth 
furnaces. This is a rather large 
maybe, however. 


And where does this leave the 
gray iron foundries? Right now, 
it looks like they are to be left 
out in the cold, their molders 


2,500 Expected 
At SAE Conclave 
Opening Today 


DETROIT.—Featuring discus- 
sions on defense and civilian pro- 
duction problems, Society of Auto- 
motive Engineers opens its an- 
nual meeting today (Jan. 12) at 
Hotel Book-Cadillac here. Upwards 
of 2,500 persons are expected to 
attend the five-day conclave. 

The program, which had to be 
altered because of the war and its 
attendant “censorship,” will in- 
clude talks on transportation and 
maintenance, trucks and _ buses, 
aircraft, brakes, passenger cars, 
performance, diesel fuel injection, 
fuels and lubricants. 

Climax of the meeting will be 
the annual banquet, set for Wed- 
nesday evening, with F. M. Zeder, 
of Chrysler Corp., speaking on 
“The Effect of National Defense 
Development Work on Future 
Automotive Engineering.” O. E. 
Hunt, of General Motors, will be 
toastmaster, while talks will also 
be given by A. T. Colwell, presi- 
dent of the SAE; A. W. S. Herring- 
ton, president-elect of the SAE, 
and Tore Franzen, chairman of 
the Detroit section, SAE. 

In addition to Herrington, other 
1942 nominees of the SAE are: For 
treasurer, David Beecroft, of Ben- 
dix Products; for membership on 
SAE Council: W. S. James, chief 
engineer, Studebaker; J. V. Sav- 
age, superintendent, City of Port- 
land municipal shops, and T. P. 
Wright, assistant chief, aircraft 
section, OPM. 

Nominated for the _ divisional 
vice-presidencies are the following: 

Aircraft, Peter Altman, Vultee 
Aircraft, Inc.; Aircraft-Engine, C. 
F. Bachle, Continental Aviation; 
Diesel-Engine, H. L. Knudsen, 
Cummings Engine Co.; Fuels and 
Lubricants, C. M. Larson, Sinclair 
Refining Co.; Passenger-Car, Ern- 
est E. Wilson, director, General 
Motors proving ground; Passenger- 
Car-Body, E. L. Allen jr., Reid 
Products division; Production, 
Joseph Geschlin, Detroit technical 


the 4th Dimension 


Service Campaigns 


Are Ready; 


Advertisers’ Responsibilities 
By Pete Wemhoff 


Day-to-Day 

The rapid-fire issuance of orders 
from Washington defense agencies 
affecting the production of vital 
materials and finished goods is 
forcing advertisers in many fields 
to go on a day-to-day schedule 
where copy is concerned, agency 
executives point out to the New 
York Times. 

Makers of automobiles, tires, 
electrical appliances and wool 
products are among those who 
have been ordered either to sus- 
pend production of civilian goods 
entirely or to cut output sharply, 
with the result that their adver- 
tising plans are up in the air. 

Several automobile companies 
will release service campaigns this 
month to replace their products 
ads, which are still appearing and 
will continue to appear this month 
in some publications printed before 
the suspension order went into 
effect. 


Responsibility 

American advertisers were told 
last week by Emil Schram, presi- 
dent of the New York Stock Ex- 
change, that it was their respon- 
sibility “to make our people con- 
scious of the magnificent per- 
formance which American busi- 
ness and industry are beginning 
to turn in as they hit their stride 
in the great war effort.” 

Addressing the Advertising 
Club of New York, he issued a 
call for “bold thinking and bold 
action” on the part of business in 
the war effort. 


Named 

Harry V. Lytle jr., has been ap- 
pointed advertising manager of 
Parade Publication, Inc. and has 
opened offices in the Field build- 
ing, Chicago. 


because of the reduction made in 
the size of newspapers and maga- 
zines due to a paper shortage. Pub- 
lications had to put restrictions of 
the size of advertisements they 
would accept in order to accommo- 
date the many advertisers who 
wanted to use space. 

“The Ford Motor Co. in Eng- 
land is continuing, through us, a 
striking campaign in magazines 
to keep the visibility of the Ford 
name high,” Barnard said. 

“Throughout the war years of 

1939, 1940 and 1941, our London 
office has operated at a profit. Only 
a few weeks ago we added to our 
list of clients the Ever-Ready Ra- 
zor Co., one of the important Eng- 
lish advertising accounts.” 


Tom Wade 


Funeral services were held Wed- 
nesday for Thomas G. Wade, man- 
ager of the Detroit office of the 
Curtis Publishing Co. 

Wade came to Detroit in 1925 as 
a representative of the Saturday 
Evening Post. In 1932 he was made 
head of the Curtis operations here 
and had held that position ever 
since. 

He was a member of the Detroit 
Adcraft Club’s board of directors 
from 1933 to 1935. 


Ether 


Libbey-Owens-Ford Glass Co. will 
start a unique war news program 
on Jan. 17 over 37 Red Network 
stations, when news from whatever 
front is the “hottest” at that time 
will be broadcast by NBC staff men 
on the scene. 

In New York Ben Grauer will be 
at the “school desk control” in the 
news room to call in the corres- 
pondent on the war front then most 
active. The contract is for 26 weeks. 
Fuller & Smith & Ross, Cleveland 


Washington to Pittsburgh to De-| and coremakers converted into |editor, Chilton Co.; Tractor and L joined Time, Inc., in 1928 | i ncy. 
troit, but were powerless to help. bench hands in engine plants, | Industrial, L. S. Pfost, Massey- out aaaek the Detroit affice at o the agemey 
eee bo a. cold ~~ covered on Co.; is ane = that time. A year later he went | No Letdown 
° ust strin their elabor- aintenance, J. Y. y, Virginia 

Automotive Scrap ate conveyor anaes rusting in |Electric & Power Co.; Truck and i tees ce a and in 1536 During 1942, Westinghouse Elec- 
Near an End idleness. Bus, F. B. Lautzenhiser, chief| was transferred to Fortune mag- | ‘Tic and Mfg. Co. will see to it 

In another day these pleas could = transportation engineer, Inter-| azine as manager of the Chicago | ‘hat consumers continue thinking 
have been heeded. But today, deal-| Good Old Days national Harvester Co. office. about “electrical living” and West- 
ers and brokers no longer can do Papers will be read by W. H.| Parade, now distributed with 12|imghouse appliances, even though 


much to regulate the flow of scrap 
iron and steel from American in- 
dustrial plants. Nearly all of this 
material is consigned to a definite 
mill before it even leaves the plant 
furnishing it. Furthermore the vast 
quantities of automotive scrap, 
ideal for use in oven hearths, have 
slowed to a snail’s pace. Once au- 
tomotive scrap was sufficient in 
volume not only to take care of re- 
quirements of the Detroit mill, but 
mills in nearby states as well. Not 
so any longer. And come Feb. 1 it 
looks as though automotive scrap 
will be a thing of the past. 

War steels are far different 
from automotive steels—another 
unfortunate fact for the Detroit 
steel mill. Scrap originating in 
the manufacture of armament, 
principally borings and turnings, 
is better suited to remelting in 
the blast furnace than in the 
open hearth, not the case with 
scrap punchings from auto body 
plants which are baled to make 
ideal stock for open-hearth use. 
It is possible to make steel bor- 





Recessed 


What is the automotive designer 
going to do, now that there are no 
more automobiles to design? Well, 
one expert, George Walker, who 
has done his share of motor car 
designing, has developed a portable 
traffic light—of all things—which 
his fertile design pen has embell- 
ished to the point where the de- 
vice is seen as a valuable piece of 
equipment for plants, schools and 
other places needing inexpensive 
and portable means of mechanically 
directing traffic. A nimble brain 
needs no direction! 

Gone, too, are the days when 
automobile-plan executives could 
buy one of their company’s fancy 
new cars at wholesale price, then 
drive it a few thousand miles 
and finally sell it for the same 
amount it cost them, thereby en- 
joying new car transportation 
continually at no cost. Weeks 
ago plants decided they owed all 
their cars to their dealers, so the 
clamps were tightened down on 
sales to employes. 


Hubner, of Ethyl Gasoline Co.; 
Bernhard Sterne, Chrysler; T. A. 
Boyd, General Motors; Herbert 
Huges, of Automobile Manufac- 
turers Assn.; M. C. Horine and W. 
F. Benning, of Mack; C. R. Paton, 
Packard; E. C. Smith, Republic 
Steel; L. A. Danse, of Cadillac; A. 
W. Carpenter, of Goodrich; W. J. 
Cortney, Chrysler, and E. G. Kim- 
mick, Goodyear; W. S. James, 
Studebaker; John C. Widman, 
Murray Corp.; H. C. Mougey, of 
General Motors; W. M. Holaday, 
Socony-Vacuum. 


U.S. Bans Manufacture 


Of Car Alcohol 
WASHINGTON. — The manu- 

facture of anti-freeze solution 

containing methyl alcohol—the 


type most widely used by auto- 
mobile drivers—was banned last 
week under an OPM order, the 
only exception being anti-freeze 
solution for use in vehicles of 
the armed forces. 





Sunday newspapers, will start ac- 
cepting four-color advertising with 
its Jan. 25 issue. Page rate $4,600; 
back cover $5,000. 


Effects 

What about the effect of the war 
on advertising in England and 
what may we expect in the United 
States? 

“When the war broke out in 
England, practically all advertising 
was cancelled,” reports T. L. (Bar- 
ney) Barnard, vice-president of N. 
W. Ayer & Son. “However, within 
30 days or less, most of the ad- 
vertising orders were reinstated 
except in certain industries which 
were drastically affected by pri- 
orities. 

“These were slower to rein- 
state their advertising because 
they had to find out exactly 
where they stood. But within 
three months many of them had 
resumed with a different kind of 
advertising message. 

“Advertising as a whole has 
been greatly reduced in England 


many purchases will have to be de- 
ferred until peace comes, accord- 
ing to Frank R. Kohnstamm, sales 
manager. The wide consumer ac- 
ceptance of the advantage of elec- 
trical living must not be lost dur- 
ing this time, he added. 
Kohnstamm expressed the be- 
lief also that even though there 
will be fewer appliances avail- 
able, the job of selling them in 
1942 will not be easy. 
Advertising plans call for a shift 
in emphasis from individual prod- 
ucts to a broader appeal explain- 
ing the advantages of appliances. 


Relations 


An address on how industry can 
gear its public relations to co- 
operate with the government’s war 
policy is scheduled to be given 
Jan. 29 by Priorities Director Don- 
ald M. Nelson as a feature of the 
five-day short course in public re- 
lations to be conducted at the 
Harvard Club, New York City, Jan. 
26-30 by the American Council on 
Public Relations. 


New Passenger Car Regisirations, All States for November, 1941-1940 


Figures supplied by R. L. Polk & Co., New York City area by Sherlock & Arnold and New Jersey figures by Automotive Listings Inc., Trenton, N. J. 
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PRODUCTION—REGISTRATIONS 


AN’s Production Estimate 


WEEKS ENDED 


JAN, 10, JAN. 3 





Week Same Week 
Ended Week Ended to Dec.31 Dec. 31 
Jan.10 1940* Jan.3* Date 1940* 1941* 
GENERAL MOTORS .. .28,189 48,721 2,250 28,189 2,022,484 2,168,085 
Chevrolet} ............ 16,940 27,000 2,2508 16,940 1,206,828 1,241,284 
EE, 4868050640800 80s 3,817 8,108 t 3,817 311,408 3863,776 
PR vvecticeieveen 3,620 6,436 t 3,620 247,708 278,581 
Oldsmobile ........... 8,042 5,907 t 3,042 216,255 226,746 
Cee 120 1,275 t 720 440,245 57,748 
CHRYSLER. ............. 11,091 26,775 2,550 11,091 1,059,652 1,097,883 
Plymouth? ............ 3,300 138,500 3508 3,300 549,882 500,383 
SE, C00 ov 000060000 5,596 7,575 2,2008 5,596 297,829 367.050 
GEE vcs cissececene 1,825 3,300 $ 1,325 128,311 136,325 
OOD. bes08 00se00 cus 870 2,400 + 870 88,680 98,575 
|. - PPP ere ee eee 12,250 25,650 5,725 12,250 926,810 1,018,598 
bss: tNv bes teaueun 11,000 21,900 5,500 11,000 805,960 895,984 
MEE 6secasvevsseis 1,000 3,100 225 1,000 93,472 104,308 
rrr 250 650 t 250 27,878 18,301 
STUDEBAKER‘ ........ 1,000 t 128 1,000 124,272 181,306 
BROMINE ov sccccccessces 830 1,066 t 830 90,681 78,908 
eee rer rr re 840 T $ 840 64,256 78,447 
PACKARD .............. 725 1,180 t 725 76,910 73,987 
WORM bbkcds0sic0sce 440 7 360 440 26,578 29,240 
MISCELLANEOUS+ ‘ Sa _— 6,096 9,724 282,791 406,007 
BOM 6 6 ise or reese ea 63,515 111,292 17,109 65,089 4,674,384 5,081,906 
*Revised. tIncludes trucks. {tClosed. §Trucks only. Miscellaneous 


includes Crosley, Henney, Autocar, Brockway, Diamond T, Divco, Fed- 
eral, GMC, International, Mack, Reo, Sterling, White, Bantam, etc. 


U.S. Allots States $100,000,000 
For Highway Purposes 


WASHINGTON.—Assistant Fed- 
eral Works Administrator Baird 
Snyder last week apportioned to 
the states $100,000,000 for im- 
provement of the federal-aid high- 
way system, $17,500,000 for secon- 
dary roads, and $20,000,000 elimi- 
nation of hazards at railroad grade 
crossings. 

These funds are for the fiscal 
year beginning July 1, 1942. They 
were authorized by the Federal 
Highway act of 1940 and are re- 
duced by deductions authorized for 
administrative expenses. It is re- 
quired by law that the apportion- 
ment be made on or before Jan. 
1, 1942, 

In making the apportionment 


Snyder emphasized that it will be 
the policy of FWA to restrict the 
approval of projects to those es- 
sential to national defense as cer- 
tified by the appropriate federal 
defense agencies. 

Improvement of sections of high- 
way that have been found to be 
inadequate for the greatly in- 
creased volume of defense traffic, 
strengthening or replacement of 
weak bridges on main highways, 
and improvements desired by de- 
fense officials in connection with 
planned — will make up 
the pro. 

All work " will be done in co- 
operation with the state highway 
departments. 


ake Tempo 
Expected in 


di 
Jon. to. to |Final Weeks 


DETROIT.—With the new OPM 
orders, issued last Monday, boost- 
ing the allowable production limit 
in January to 
204,848 cars, new 
car and truck 
producers quick- 
ly adjusted their 
sights in the 


AUTOMOTIVE NEWS 


total production 
of new cars and 
trucks rose to 
63,515 units. 

This compared 
with 17,109 cars 
and trucks as- 
sembled in the 
previous holi- 
day - curtailed 
week, while in 
the comparable 
week of 1941, 
total output was 
111,292 vehicles. 

Some makers 
were slow in 
getting under- 
way last week, 
since schedules could not be drawn 
up until results of the Washington 
meeting were made known, and 
Automotive News said production 
would be increased in the remain- 
ing weeks of January. 

General Motors divisions’ total 
output rose to 28,139 new cars and 
trucks in the past week which 
compares with 2,250 trucks built 
in the previous week and 48,721 
units assembled in the same week 
of 1941. All divisions were reported 
to be working a four-day week. 

Chrysler divisions also showed a 
sizable jump last week to 11,091 
units, as compared with 2,550 ve- 
hicles built in the previous week. 
A total of 26,775 cars and trucks 
were assembled in the comparable 
week last year. 

Ford divisions, after a slow start, 
boosted assemblies to 12,250 units, 
which compares with 5,725 vehicles 
built in the previous week and 25,- 
650 cars and trucks turned out in 





past week, and|p 
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Weeks’ Production Jumps to 63,515 Cars, Trucks 





(81)—15 





Passenger Car Registrations 
10 Months, plus 48 States for November 








Nov. 1941% 1900% 

to Nov. of 1941 1940) )=—s« Unit 

Date Pos. 1941 industry Pos. (940 industry Pes. Gain 
Chevrolet ....35,368 1 844,760 23.76 1 763,847 2481 1 80,913 
OEE. 66654000 262 2 574,562 16.16 2 489,463 15.90 2 85,099 
Plymouth ....17,021 3 432,146 1215 $ 402,289 1306 3 29,857 
ae 14,787 4 291,737 8.21 4 266,663 8.66 4 25,074 
EOUURC siccss 13,245 5 271,369 7.63 & 210,577 6.84 5 60,792 
Oldsmobile 10,910 6 218,837 6.15 6 179,440 5.83 7 39,397 
WIOGRO ccccess 9,587 7 204,913 5.76 7% 179,605 5.83 6 25,308 
Chrysler ..... 5,425 9 137,433 3.87 8 682 288 9 48,751 
Studebaker 5,644 8 107,212 3.02 9 93,514 3.03 8 13,698 

eee 3,884 12 87,126 2.45 10 64,929 2.11 13 22,197 
Mercury ..... 4,382 11 77,4383 ° 2.18 11 172,532 2.36 11 4,901 
EOL, 6 6cevewe 3,202 14 74,192 2.08 12 46,675 1.52 14 27,517 
Hudson ...... 3,135 15 69,349 1.94 18 73,737 2.39 10 4,388* 
Packard ..... 4,743 10 64,999 182 14 68,104 2.21 12 3,105* 
Cadillac ..... 3,526 13 56,937 160 15 33,193 1.08 15 23,744 
Willys ....... 727 17 °~# 21,134 59 #16 19,768 64 16 1,366 
Lincoln ...... 1,087 16 17,504 49 17 19,175 62 17 1,671* 
Miscellaneous 191 3,714 14 6,995 .23 3,281* 
TOTAL. .. .163,126 3,555,857 100% 3,079,188 100% 476,169 

*Loss 





Truckers Freight Volume 
Drops 14% in Nov. 


WASHINGTON.—Volume of rev- 
enue freight transported by motor 
truck in November took a sharp 
drop of 14 percent under the rec- 
ord-breaking tonnage transported 
in October but increased 7.6 per- 
cent over November, 1940, accord- 
ing to American Trucking Assn.’s 
reports. 

While reduction under October 
was in line with seasonal trends 
of previous years, it was believed 
to be partly due to shifting of 
peace-time production facilities for 
armaments manufacture. 

Comparable reports were received 
by ATA from 205 motor carriers in 
38 states, Reporting carriers trans- 


the same period of 1941. 

In the independent group, all 
makers resumed operations, with 
considerable step up due in the 
coming week. 


New Commercial Car Registrations, All States for Noy., 1941-1940 


Figures supplied by R. L. Polk & Co., New York City area by Sherlock & Arnold and New Jersey figures by Automotive Listings Inc., Trenton, N. J. 
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ported an aggregate of 1,202,991 
tons in November, as against 1,- 
398,321 tons in October, and 1, 118,- 
496 tons in November, 1940. 

ATA ‘index figures, computed on 
the basis of the average monthly 
tonnage of the reporting carriers 
for the three-year period of 1938- 
1940 as representing 100, was 147.78 
for November. The index figure for 
October was 172.37. 

Almost 75 percent of all tonnage 
transported in the month was re- 
ported by carriers of general 
freight. The volume in this cate- 
gory decreased 15 percent under 
October, and increased 10.9 percent 
over November of the previous 
year. 

Movement of new automobiles 
and trucks constituted a little more 
than 6 percent of the total tonnage 
reported. Tonnage in this class 
showed a slight decline of 0.3 per- 
cent under October, and a decrease 
a. 20 percent under November, 


Scrap Shortages Hit 
Youngstown Plants 


YOUNGSTOWN, O.—Shortage of 
scrap will force suspension of one 
more Republic Steel Corp. open 
hearth next week, leaving Youngs- 
town district steel output at 91 
percent. 

This is the seventh open hearth 
in the district to close for lack of 
scrap. One unit may possibly be 
able to resume. 


Plant Activity 


(Week Ending Jan. 10) 
Output Units Working 





ree rise; 3,817, four days 
Cadillac ....... rise; 720, four days 
Chevrolet ....rise; 16,940, four days 
Chrysler ...... rise; 1,325, four days 
De Soto ....... rise; 870, four days 
Dodge ........ rise; 5,596, four days 
BE ssc ecesiace rise; 11,000, five days 
Hudson ........ rise; 830, two days 
Lincoln ......... rise; 250, five days 
Mercury ...... rise; 1,000, five days 
MME Sy ap assy bee rise; 840, five days 
Oldsmobile ...rise; 3,042, four days 
Packard ....... rise; 725, five days 
Plymouth ...rise; 3,300, three days 
Pontiac ...... rise; 3,620, four days 
Studebaker ...rise; 1,000, four days 
IB oso ek cine rise; 440, five days 


Truck Top Ten 
First ae fin Begistrations 
rted in Autometive News Todas: 

1941 1940 

Pos. Pos. 


Make 
1—198,928 Chevrolet 169,280— 1 
2—162,245 Ford 
3— 86,809 Internat’! 
4— 58,408 Dodge 
5— 42,556 G.M.C. 


71,264— 3 


Ginn 
‘Rin 
s— 
Gun 

10— 


8,975 Mack 

8,685 White 

7,654 Plymouth 

5,688 Diamond T 

4,158 Studebaker 1,084—15 
Total All Makes 

598,867 511,312 


These figures do NOT include 
government deliveries. 
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Actual top and bottom prices on 1941, 1940, 1939 and ADVERTISED 


1938 used cars as advertised in local newspapers. 


Only SEDAN prices used in this comparison. News- ie x 
papers used: Boston--Globe; New York times, Journai  UJged’ Car Selling Prices - Year End 194! 





American; Philadelphia— Bulletin; Pittsburgh — Sun 
Telegraph; Cleveland—Plain Dealer; Detroit—News; High and low prices for the month of December, 1941 
Cincinnati—Post; Indianapolis—Times; Chicago—Her- (Copyright 1942—Automotive News) 

MAKE Boston New York Phila. Pittsb’rg Cleveland Detroit Cin’nati Ind’polis Chicago St.Louis Atlanta Jack’ville Houston Dallas Kan. City 
Buick Series 40 Special 41] _ 1065-1045 | 1075- 899 | 1065- 985| 995 | 1095- 895 | 1075- 895 | 1065- 995 | 1119 | 1095- 695 | ib 8 ars | 1197- 77-1095 | 1005- 950| 1195-1065; 
ee es a ie | 745- 620| 795- 695 | - 115= 5- 675 | 795 | 795- 675| 999- 699| 927- 675| 799 | 795- 689 





40] 865- 685 | 825- 625| 850- 795| 7 765-005 | 950_| 145-620] 705-51 S65 
89] _745- 550| 650- 545| 625- 535| 695 (| 675 | 625- 450| 625- 525| 605- 569| 605- 475| 625- 645| 595- 485| 500- 507| 505- 495| 608- 525| 650 
ia $| 495- 369 | 495- 440| 485- 808| 645- 905| 465- 849| 495- $95| 545- 445| 475- 875| 395 _—'|_ 825 | 497- 399 495- 395 | 525- 345. 


Cadillac 60 Special "414 | | | | | | | | | | | | | | 
le aad pele es —_—$—$—$ | 1875-1845 | l | 1095 | | | | | | 
1935 —s«| 950-795, Sis] 8 ] | |_789 | | 
a 845- 700| 695 | “3 695- 575 | | | 615 
| 825- 745 | 795- 745| 758- 750| 765- 550| 875- 797| 725 | 799- 725| 795 
































Chevrolet Master Deluxe ’41]_ 795 = |_- 845- 695| 785 | _| |_795- 650| 775 
(Master 85) 40] ¢ oe 5- 600| 675- 450| 645- 495| 625- 600| | 665- 480| 495 | 645- 645| 675- 575| 675- 535| 645-550 | | 695- 505| 699. | 
“ "30 _555- 475| 485- 485| 465. | 495 | 405 | 626- $75| 645- 625| O25- 445| 475- $95) 525- $95) 495 |_547- 495| 575-845) 605- 465| 625- 466 
~ 465- 375 ~ 375 ~ $95- 345| 395- 365 






295- 290| 465- 395 






Chevrolet Special Deluxe ’41] _845- 745| 875- 850| 845- 695 ———— |_ 795 |_835- 785| 845 _ __|_865- 795| 899- 795| 895-825) 949- $15| 805 
—, 695- 525| 675- 685| 665- 645| 645 550| 695- 495| 795- 595| 649- 595| 695- 500| 765- B15 | 635° 579 685- 579 
565 


(Master Deluxe) 40] 725- 495| 595 ——|_- 625- 600| 645- 579| 625 l 
« "39 495- 450| 345 | 495 | 550 | 575- 495| 525- 395 | 545 | 475- 445| 518- 465| 550- 485 =" 


























(Deluxe) 38] 444- 365| 300 400 265 395- 345 435- 335 $79- 365| 395 
Chrysler Royal "aif | 950 | l | | 995- 975 | 995 | | 1045- 645 | as | 1095-1045 | 1095 l 
40] 810- 775 | 725- 695| 825- 795| 795 |_747 | 845 |__745- 625| 745- 675| 745 |_ 797 | |_748- 699 | 
$9] 745- 565| 505-475; S| S| «OC |_ 675-445 | |_ 595-445) 505 | 595 | | 35 —=«| 
*88) 525- 275| 369- 275| 495 445 $25 295 465- 399 399- 265 | 399 425 al 
De Soto 41] 995- 895| 945 l | | | | | |_975- 795| 925- 875 | | | 1095 | | 
10] 195- 665| 745-645, -~S=«|:«S a | 685 | 665 | | | 685- 645 | |_750 | |_ 795 | | 
39] 645 | 449 | 587 | 685- 460 | | es | 585- 495 
*38§ 495- 479 | l | 425- 365 | | 475 | | 480- 375| | | | | | 475- 365 
Dodge . 41] 965- 925| 975- 785| 885- 845 | 1025- 895 | 895- 775| 945- 785| 945- 899| 945- 795| 945- 895| 995- 795|1045- 895 | 1005- 895 | 1035- 895| 895- 880 
sta eeaaanienitianee 795- 645| 695- 525| 725- 585| 725- 675| 550 | 675- 525| 725 | 735- 649| 625- 595| 695- 625| 675- 649| 845- 699| 795- 645| 745- 595 | 
*89] 625- 450| 495- 445| 535- 485| 505- 465 | |_581- 400 | 05 O66 525- 445 | | 575- 525| 595- 549| 495- 388| 595- 545| 
*38) 495- $25| 425- 225| 425- 295| 425- 318| 475 | $45- 279| 350 | 445- $95| 375- $45| | 475 ee | 
Ford V-8 Special 41] 695- 690| 778- 625| 595 | | 795- 695| 745- 625| 645 | | 665 | 895- 745| 735- 695| | 875- 795| 695 l 
~  (V-8 85") 40) 580- 450| 545- 495| 545- 445| 505- 535| 645- 545| 575- 450| 525 | 595- 535| 525- 495| 610- 495| 595- 545| 597- 445| 695- 595| 595- 535 | 
*39] _545- 445| 425- 345] | 485- 425| 445 435- $35 | 425- 389| 499- 469| 405- 345| 450- 875| 465 | 495- 445 | 595- 450 l 


“ 88] $85- $25| 825- 195| 295 l | 425- $25| S75- 249| S45- 205| 485- $79| $25- 265| 385- 295| 395 | $95 "495-425 | 865 l 


cimmseermetneumanaramssamemmaasaaisi amas memes ence i mmm eee nn nearer eames lnaamaneatcin nena, 
Ford V-8 Super Deluxe ’41] _825- 695| 850- 700| 810- 725| 795- 725| 685 |_825- 650| 775- 695| 845- 699| 775- 665| 850- 665| 895- 695| 945- 695| 895- 725| 889- 699| 895- 5- 750 
675- 425| 595 | 775- 625| 585 | 695- 5- 618 | 675- 675- 595 | 649- 595 | 695- 625| 665- 585| ¢ 649- 645 - 645 


__(V-8 Deluxe) =I 625- 465| 525 |_629- 525 | 605- 625 | | | | 
| 495- 489 | 555- 395| 485 | 525- 475 | 495- 43 485 | 495- ‘ 485| 499- 445| 575- 75- 525 | 495 ae = 























525- 425| 425 l 
(V-8 “85”) aI 410- 350| 325 | 395 | $95- 265 | | 445- 425 | | 445- 265| 445- 295 | | 445- 395, 395 
Hudson Six *41] 1045- 845| 969 ! 700 | 988- 795 | | 799- 795| 785- 745| 945- 845| 875- 695| 895 | 875 | 1095- 795| 945 |_785 Nl 
40] 785- 505| 525 | 715 165 575- 545 | 695- 585| 575 + = 575 | 625- 565| 595- 539 | | 499- 495 | | 845 
*89]_575- 325| 395- = | 488-445 | | 525-_ so5 — 495 ~—=O«|:«AG | 575 | 545 eee 
"88 420- 295| 399- 278| 245 | ae | 345 | $95 ! 8 295 | | $95 
Lincoln-Zephyr "41§ 1945-1295 | 1295-1095 | | 1845- 925 | | 1050 Nl | 1295 : : | 1295 | Nl Nl | 
*40]__975- 895 | 1145- 687 | | 995 | 995 825- 795 | | 995- 895 | l | 945 ] | | 845 ee 
*89§  690- 595| 645- 419| 545 505 | 695 545- 495 | 695- 395| 695 | 595- 495| 575 | | | 695- 675| 595 | 
*88] 550- 398| 600- 295| 475- 450| 495 | 565- 495| 395 | 545 | 525- 495 | | | 495 . ] 
Mercury 41] 995- 945| 895 l |1050- 895| =| 895- 700| 995- 845 | 995- 945| 995- 825| 950 —|_-995 | 995- 900 | l 
40] 699- 666| 845- 545| 750- 725| 745- 695| 695 a | 725- 595| 699- 595| 749- 665| 745- 685| 745- 545| 745- 675| 699- 695| 795- 645| 645 | 
*89] 595- 575| 685- 449) | 545 | 675- 505| 585- 480] Be we | | 505 | 545 l | 595- 495| 599 
NashAmbassadorSix 41] —s_—s| 845-795) ss | 900 | 795 | 888-875) | Cd | 888- 875 | 895 |: 875- 865| 750 | 949 | Nl | 799-795 gf 
40] _735- 675| 575 rf. | 67 | - oe aa aa 695- os I | Ud | | 
39] “ho6b06 | | | 5 ee __| 825 ! 495 |_ 525 So Pee | 
38] 425 | | | | - sat 3s | 8 : | ee ] 
Oldsmobile Six 41] 1045- 895| 995- 895 | Nl l 1045- 845 | | 895 | 975- <a : 975 | ass | 985 | 795 
645 | 








a | ms cin hentai cies 
40] _895- 675| 752- 645| 745- 645| 844 | 825-635 | 845-617 | 795-695 | 795- 5- 595 | 895- 745| 695- 675| 895 | 965- 695| 729- 695| 
*39] 505- 485| 599- 395 | l 500- $99 | 595- 545| 569- 5451 GA5- 465| 495 | 495 499 | 545 l | 595- 465 
88] 495- 475| 345- 295| 995 | 49 | $50- $25| 495- 395 | | ee “445- 345 | 497 | 443- $95| 445- 399| 450 


| 
| 
Packard Six 41] 1075 =|: 995- 975| 895 e__|ieas |__| oe | 995-900; 995 | | TY l | 1095- 795| 995 l l 
| 
| 





ye 








| 
| 
| 
40] _825- 735| 795- 6 ato 7195 | 695 Sf ee | aoe a 725- 666| 795 | 795- 699| 195- 675 = 7195- . 795- 675 | 795 795 | 695 l | 795 
39] 695-585 | | 645 | 645- 685| 645 ae ied | os l l - 
415 = 


38] 565- 455| 495 


Plymouth 41] 875- 735| 895- 695| 695- 685| 795 | 785- 695 | 700- 595| 795- | = 695 | l | 845 | 748- 699| 645 
I | | 545 l ae aa] 505- 485| 608- 545| 695- 575| 676 | 665- 595 | | 665 
| 


= 

















40] _695- 550| 697- 395| 565 | 695- 625 
°39] 585-365 |" 635- 285|_495- 465| 489- 485| 500- 495 | 495- 289| 495- 995) 545- 495] 475- $95| 525 | 525- 480| 499 | 875 
38] 485- $25| 415- 185| 495- 295| 395- 389| 275 | 345 395- 389| 375- $20| 385 | 400- $45| 475- 445| 895- 285| 873- 365 
Plymouth Special Del. ’41] 850- 725| 970- 600| 825- 695| 795- 785| 895- 795| 800- 699| 795 | 845- 749| 850- 745| 845- 725| 895- 675| 995- 799| | 925- 765 | 
(Deluxe) 40] 675- 645| 675 | 650- 495| 645- 595| 695 | 595- 460| 725- 675| 745- 500| 645- 495| 645- 565| | 699- 649| 750- 600| 648- 645| 695- 485 
“a 39] 550- 450| | 525- 495| 525- 445| 495- $25 | 545- soa | 549 | 525- 895| 525- 445 | | 595 | 595 | 435 | 499 
a 38) 495- 845 | 295 400- 345 475- 395| 345- 295) 349 ze 450 l ] ; 
Pontiac Six 41] 995- 575| 995- 884| 895- 865] 889 | 1150- 995| 995- 795| 895 | 399 | 1075- 895 | 1095- 845] 895- 795 | 1145 | 900- 888| 995 l 


40) 850- 625| 745- 645| 645 825- UO | "a5 00 | oan 775- 600| 825- 550| 745- 645| 895 | _745- 595| 765- 665| | 697 | _745- 695| 745 | 745 


sel 575- 495| 475 | 595- 495 | ca Y—*«|:«sS%B- 4 a I | 589 | 525- 4 425| 595 | | | 505- 545 | | 400 
345 495 



































525- 445| 450- 325 445- 395 | 

Studebaker Champion =a | 795- 675 | |_ 69: | 7 | 775- 769| 795 | 749 | | 795- 695 | | 899 | 795 | | 

hes ar 25- 525| 505- 550 | 5 | = | | 595- 495| 665- 545 | | | 695- 645 | | 675 l | 495 

er 475 545 495 595 495 

Studebaker Commander = 995- 8 | | | | | 745 | | | 825 | 1095- 998 | | | 1095 | 

40] | 725 |_ 745 | | | | 695 | 675 - 645 | | 600 | 795 

"39 665- ae 4715 | 565- 495 | | 595 | | 495 | 595 | 495 | 450 | | | | 

’38] | 445- 395 | 389 445 495 264 

Willys-Americar "41 l | | | | 595 | | | 495 | | 695- 495 | | | | 

40 545- 420/ 445 —«| «465—~C~*~<‘($!sst*é<=<Cié‘*Y!*é*“‘«;‘*‘*™SC«COS-«S4S| <49D~—~SC*C“‘(‘;~*~*Yt*~«@B- 4eo| ~~ ~«|:«CA | 499 ~C«Y| l eee ee 

39] | |_ $50 | | | 375 | | 435 |_ 365 ] | | | | | 

88 227- 187| 275- 195 230- 135| 245- 200 





Used Car Selling Prices, as advertised in the classified section of metropolitan newspapers nationally, are compiled exclusively by Automotive News as a copyrighted feature. 
These top and bottom prices, compiled from published figures, establish the trend of the market and the resulting national index. Where no prices are quoted, no car of make 
and model was offered during the period covered. 
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ald American; St. Louis—Post Dispatch; Atlanta— 
Journal; Jacksonville — Journal ; Houston — Chronicle; 
Dallas—News; Kansas City—Star; Minneapolis—Star 
Journal; Oklahoma City—Times, Oklahoman; Denver— 
Post; Los Angeles — Examiner; San Francisco — Ex- 
aminer ; Seattle—Times. 


Minn’polis Okla.City Denver Los Ang. San Fran. Seattle 
1150 | | | 1295-1045 | 1245-1 145 | 
845- 750| 845 | 895- 725| 975- 775| 895 | 1095 


| 665- 505| 699- 595| 745 | 795- 725 
595- 525 | 6525- 495| 675- 525| 629- 565 


625- 565| 575 





| | 1400-1295 | 1495 l 

l | 995 | 1095- 895 | 1195-1175 | 

l | 685 [750 

| 825 | 925- 785| 925- 795 | | 925- 795 

|_675- 595| 785- 599| 695- 445| | 755-727 
545- 495| 545- 475| 595- 525| 550 l | 695 


4135 | 395 | 495- 425| 395 | 485- 460| 425 
| 845- 785| 895- 850| 998- 845 | l 











725 | 545 | 765- 675| 798- 545| 825- 750| 865- 745 
fl | 595- 565| 595- 515 | | 665- 625 
395- 389 | | 495- 475| 465- 325] 470 | 595 
rein Mie tril Ai ian ia 
| 827 | | 849-745, 850 [|  — 
675 | |_ 485 | 725 | | 
489- 395| 477- 427| 475- 400| 595- 585 | l 
| | 1050- 975 | | 1145 | 1225-1085 
| 827- 797| 795 | 889- 745 | | 895- 825 
595 | | | | | 
| 460 | 499- 445| 545 | 575 


1035- 895| 977 | 1045- 845 | 1025- 875 | 1095 | 

735- 650| 745- 545| 825- 745| 765- 695 | | 895- 815 

625- 545| 577- 525| 615- 525| 735- 595| 695- 625| 715- 62: 
| 395- 385| 475 | 395 | 535 | 545 





























| 695 | | 698 | 875 | 
565 | 645- 595| 625- 610| 695- 645 | | 669 
445 | 475 | 585- 485 | | 
399- 325] | 465- 445| 475- 395 | | 525- 469 
795- 745| 875- 695| 995- 725| 895- 745 | 1035 | 995- 795 
__ | 725 | 765- 575| 695- 645 | | 825- 629 
545 | 495- 475| 595- 425| 595- 495| 695- 625| 645 
435 | | 525- $75| 495- 425| 545 | 495- 435 
l | 1078- 975| 895- 690 | 1065 | 989- 895 
| 745- 495| 876- 475| 649- 560 | | 839- 765 
| 525 | 624- 445| 595- 499) 575 | 
395 | 445- 345| 499- 299) | 565- 525 
| | | | 1695 cs 
| | 1095- 995 | 995- 795 | 1245 | 
695- 645 | | 795- 645| 695- 666| 875 | 869- 800 
| 475 | 569- 510| 650- 495| 575 | 689 
| 1075- 935 | | 995- 875 | 1095 | 
695  _—|_-745- 695| 825- 685| 885- 645| 975- 865| 895 "t« 
495 695- 635 | 595 ee ee 
| ea iT ae | | 850 
795 | 685 —s |: 795- 595| 795- 749) | 895 
565 | 495- 445| 625 | 665 | 700 | 775 
495 | 445 | | | | 
975 | 895 - | 1195- 895 | | 995 
‘115-745 | 715 | 750 | 865- 695| 975- 765| 925- 775 
495 | «BT7- 445| 595 =| 639-575) | 725-695 


485- 465| 550- 445| 525- 495| 545- 395| 575 























|1095-1025, |1085— | | 1045 
ee | 745 |: 845- 695| 950- 735| 965 | 8250 
Fa 
| | |_ 575 | | 
csicinmunsl ditaadameiaalae | | 945 
| 505 | 595- 495| 595 | 695 | 825- 745 
45 —~CS~«~«Y | 499 | 495 | 695- 525| 695- 575 
377 375 485- 430| 475- 445| 525- 425| 495- 465 
895- 785 | | 795 | 985- 795| 995- 895| 945- 895 
595 | 625- 595| 665 | 885- 599| 725 | 895- 745 
465 | 527- 495] | «B95- 545| 715 | 689- 595 
| 450- 875| 485 399- 345| 450 589- 549 
915 | | | 1295- 925 | 1095- 985 | 1025 
685 ~—Ssé«|:s«G95- 645| 895- 620| 950- 765| 750 | 895- 765 
_ l | 695 S| | 645 | %87- 725 
| 465- 395| 495- 445| 475 395 585 
785 |_825 | 850 —'|_865- 745) 845 | 895 





- | 565 | 649 | | 695 | 789 





925 | 1045 | 865- 885|1095- 928) | 

. [725 | 795 | 8H] Cs 8 
om | 595 | 545 | 650- 565 | | ccaiiell 

ee oe 549- 339 | 695 
| 575 | 745 | 695-665) | AB 
7 | | G25- 405| 45 || AHP 

sc coded ices eae asec acess 
95 295 
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Warns of Waste 


In Storing Batteries 

DETROIT. — Dealers in stor- 
age batteries today face a 
temptation to make quick and 
extra sales which should be 
avoided at all costs, according 
to Howard H. Sullins, battery 
merchandising manager of 
United Motors Service, Inc. It 
is rather paradoxical to tell a 
merchant not to sell “too much” 
of his product. 

To sell a battery to put in a 
car immediately —that is fine. 
But to sell a battery to a mo- 
torist who puts it in the rear of 
his car with the intention of 
storing it in his garage or base- 
ment until needed—that is poor 
business — particularly for the 
future. The result will be a dis- 
satisfied customer because few 
of them have charging facili- 
ties. It is hardly necessary to 
remind a battery dealer that an 
inoperative battery, in time, be- 
comes useless. 





Repair Parts 
Held Key to 


Future Profits 


NEW YORK.—Sharply increased 
significance of replacement parts, 
as a vital factor in future used car 
market trends as well as in serv- 
ice business, became rapidly ap- 
parent here amid the gloom, un- 
certainty and confusion which fol- 
lowed the realization that this 
city’s $80,000,000 annual business in 
new cars and trucks was virtually 
wiped out for the duration of the 


war. 
While OPM’s order freezing new 
car sales might have been ex- 
pected to stimulate the used car 
market, the exact reverse was the 
immediate result here. Instead of 
experiencing any sharp demand for 
used cars, dealers reported a 
marked increase in the number of 
motorists seeking to sell their cars 
and give up driving altogether. 


Replacement parts seemed to be 
the key to this behavior of the 
used car market. As long as there 
are indications of increasing diffi- 
culty in obtaining replacement 
parts, as well as tires, a growing 
portion of the public apparently 
will be neither enthusiastic about 
buying used cars nor attempting 
to continue operating those now 
in tise. Not helping the situation 
any ‘ig the added confusion caused 
by .such factors as talk of gasoline 
rationing and Price Administrator 
Henderson’s remark about the pos- 
sibility that the government might 
in time find it necessary to com- 
mandeer private automobiles. 


Service men reported an _ up- 
trend in the activities of their de- 
partments following the new car 
sales freezing order. Brought 
sharply to the realization that new 
cars would no longer be available 
to the general public and obviously 
influenced by the parts and tires 
situation, motorists who plan to 
keep driving ‘as long as possible— 
and in this area they continue in 
the vast majority despite the ap- 
pearance of the trend cited above— 
are showing an increasing dis- 
position to have their cars put in 
good condition. 


To feel the pulse of the industry, 
consistent reading of Automotive News 
is a necessity. 


Prices of Used Cars 
Tend to Stabilization 


By R. W. Crowly 
Used Car Editor 


USED CAR PRICES 


DETROIT.—This week's table of National Avera e 

Used Car Selling Prices is made up| wee, 1941 1940 
to the year-end and covers the ad-| Ending High Low High Low 
vertised high and low prices dur-| Dec. 28 ..... $682 $633 $527 $467 
ing the entire month of December.| Dec: 21 -.--- ¢ p+ = 
It unites in a handy form the|pec 7 °°)": 627 548 473 
quotations from the Dec. 7 and|Nov. 30 ..... 697 634 552 476 
Dec. 21 tables already published = eens 89 ss aos ing 
and the prices assembled in the|Noy 9 |||" 676 ~—s«6 18 566 491 
unpublished Dec. 14 and Dec. 28/Nov. 2..... 689* 617° 564 484 
tables. ESE as cits 666* 611 566 495 
s ee ee 68 614 564-485 
It is larger than the regular|Oct.12 ..... 71 613 565 499 
= are 671 600 568 491 


weekly feature because it is com- 
posed of the listings of the two 
groups of cities which alternate in 
the AUTOMOTIVE NEwS survey of ad- 
vertised prices of used cars. In 
bringing together the December 
quotations from a total of 21 cities, 
the table furnishes guidance to the 
prevailing price-spread on stand- 
ard models of the last four years 
in every region of the country. 


Highs represent the maximum 
for December and lows correspond- 
ingly indicate the minimum. With 
prices having held within 2 per- 
cent during the past month, the 
figures in the table virtually estab- 
lish prevailing standards. Gaps in 
the tabulation can be adequately 
filled in by reference to adjoining 
figures, with due regard to the 
local differential. 


In this year-end table the col- 
umn of averages and the national 
average are not shown in their 
customary places, for the reason 
that the figures would not be 
rightly comparable with the week- 
ly national index, because today’s 
table covers four weeks whereas 
the usual table covers only a single 
week. 

The national average high and 
low for the week ended Dec. 28 
have, however, been’ separately 
computed. The high recovered four 
of the 11 points lost in the pre- 
Christmas squeeze, but is still 15 
points short of the Nov. 30 peak. 
The low snapped right back up to 
one point below the Nov. 30 peak. 

(Last week’s statement in this 
column that only a slight drop in 
prices had been indicated by used 
car ads at the pre-Christmas week- 
end was in accord with the na- 
tional average given at the foot of 
the used car table, but the figures 
in the Dec. 21 line in the summary 
of this year’s and last year’s aver- 
ages got out of kilter). 


The relative stabilization reached 
at the end of 1941, after the trend 
of used car prices had been up- 
ward through the last half of the 
year, can be seen in the summary 
of AUTOMOTIVE News’ weekly na- 
tional averages during the last 
three months. 

To appreciate the significance of 
these figures, one should bear in 
mind that in normal times no car 
can resist depreciation of value 
through outmoding even if its 
wheels do not turn to depreciate 
it through wear. Consequently the 
prices of every model should de- 
cline month by month throughout 
the year. In the final quarter of 
1941, by contrast, the value of used 
cars increased week by week. 

In the three final months of 1941 
the national average high first 
climbed 4 percent, then went back 


{2 percent and ended with a net 





f 





WILL THERE be more of this? This sign was erected on one of the used car 
lots of Drennen Motor Car Co., Birmingham, Ala., and tells its own story. 
Curtailed deliveries of new cars has cut down on number of used cars traded 
in and that, poqemhor with good business, has all but depleted the stock of used 
cars on hand. However, the lot closing is held to be “‘temporary.”’ 


*Adjusted to compensate for blank 
line of quotations on one car model. 





gain of 2 percent. In the same pe- 
riod of 1940 it dropped 7 percent 
and in 1939 nearly double that 
amount. 


More notable was the movement 
of the national average low, repre- 
senting the less desirable used cars 
of each model and of each year. In 
the final three months of last year 
it progressed constantly, to register 
a net gain of more than 5 percent. 
In the same period of 1940 and also 
of 1939, it fell an equal amount. 


A leveling-off seems to be show- 
ing itself in used car prices at the 
start of the new calendar year, 
except in the west where figures 
are still edging up, which may be 
merely the result of the usual lag 
in western price movements. Such 
a leveling-off is due, because 
prices of used cars for all years 
have fittingly adjusted themselves 
to the increases that were bound 
to follow the price rises of the 1942 
models. 


United Motors 
Stressing 


Exchange Plan 


DETROIT. — Because of the in- 
creased servicing of motor cars 
naturally expected during produc- 
tion of war materials, United Mo- 
tors Service is stressing the Ex- 
change Unit Plan which saves the 
time of dealer and garage me- 
chanics for other work and valu- 
able use of motor vehicles for the 
customers in the elimination of 
“tie-ups” of their vehicles. 

Under this plan UMS offers an 
exchange on Delco-Remy genera- 
tors, distributors, regulators and 
starter drives; on Delco shock ab- 
sorbers; and on AC fuel pumps. 
Original factory parts are used and 
standard warranty is given. 


The benefits of this plan to the 
service man lie in the fact that he 
does not have to have a heavy 
investment in servicing equipment; 
a unit can be exchanged in only a 
fraction of the time required to 
service it and “come-backs” are 
eliminated. 


Lecture Series on Service 
To Be Held in N.Y. 


NEW YORK.—A series of lec- 
tures for the guidance of commer- 
cial vehicle fleet operators and 
maintenance executives will be con- 
ducted here on four successive 
Monday evenings, starting Jan. 12, 
under direction of John F. Cream- 
er, president of Wheels, Inc. 

Among the engineers scheduled 
to lecture are Guy R. Donohue, of 
Ethyl Gasoline Corp.; H. M. Rid- 
dle, Electric Autolite; Gene O’Reil- 
ly, of Bendix Aviation Corp., and 
Russell Reilly, of Thompson Prod- 
ucts. 


Today’s 
Thought 


Reports from AUTOMOTIVE News 
correspondents throughout the 
country indicate that many deal- 
ers consider it advisable to fill 
up their showrooms with used 
cars. 

Wherever possible, used car 
lots have been eliminated en- 
tirely, thus cutting down on 
overhead considerably, and af- 
fording a better atmosphere for 
pushing used car sales. 
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and were ready to resume selling 

when Model A went into produc- 

tion. As a result of their gallant 

fight against adversity, they came 

out of the battle stronger and more 

resourceful than ever. 
* * * 

AGAIN IN 1931 these same Ford 
dealers were called upon to prove 
their intestinal fortitude. You'll 
remember that this year was the 
low ebb in the depression. The 
Ford company then decided to 
shift from the Model B to its pres- 
ent big breadwinner, the V-8. The 
production line was down for eight 
months and conditions were even 
worse than in the stretch follow- 
ing the demise of “Lizzie.” Yet the 
Ford dealer body, tightening its 
belt, emerged triumphant. 

* * # 


ONE OF the survivors of those 
two shutdowns learned his lesson 
so well that he faces this present 
emergency with a courage that 
should inspire other dealers. With- 
out transportation to sell, he puts 
his wits to working 24 hours a day, 
seven days a week and came into 
this oak-paneled office one day 
last week with what seems to me 
an idea that should keep him in 
the automobile business and make 
him money. He is Walter W. 
Jeffrey, for 17 years a Ford dealer 
in Oil City, Pa., with another Ford 
dealership in the town of Frank- 
lin, a stone’s throw away from 
Oil City. oe 


ELSEWHERE in the paper you 
can read the details of the Jeffrey 
plan. In brief, though, as the plan- 
ner told it to me, and as he has 
put it into operation in his home 
town, he has selected his respon- 
sible owners and guarantees, for 
$10 a year, to keep ’em rolling—he 
guarantees them transportation. If 
a@ subscriber comes into his shop 
needing a tire, say, Jeffrey gets 
one for him. It won’t be new but 
it will give him the needed trans- 
portation. If the car is in a wreck, 
and can’t be fixed in 24 hours, Jeff 
will dig into his used-car stock or 
loan him one of his demonstrators 
which are champing their bits in 
their stalls because the salesmen 
no longer have any prospects to 
call on. Of course, any repair work 
that is done is paid for at regular 
rates. In addition to this, one of 
the stipulations of the contract is 
that the holder of the certificate 
check in with Jeff for an inspec- 
tion once a month. Lots of times 
these inspections will show work 


Symons Elected to Head 


Cheyenne Dealers 

CHEYENNE, Wyo.—Harold M. 
Symons, Buick, was elected presi- 
dent of the Cheyenne Auto Trades 
Assn. for 1942 at the annual elec- 
tion of officers held during the 
past week. Thomas Pointer was 
named vice-president, and William 
F.. DeVere was re-elected secretary- 
treasurer. Outgoing officers are Gus 
Fleischli, president, and Frank G. 
Clark, vice-president. 

The group also took action at 
the meeting to publicize rules and 
regulations adopted by the federal 
government and automobile asso- 
ciations throughout the country for 
the conservation of existing trans- 
portation facilities during the war 
emergency. 


WANT ADS 


Ten cents per word per inser- 
tion. Twenty-five cents per word 
for three insertions. 


WANT AD DEPARTMENT 
Automotives News, Desrrorr 














COLLECTION METHOD 
AUTOMOTIVE COLLECTION SYS- 
TEM—Complete—(4) Notices, (3) 
Final Forms, ples, literature 
and testimonials sent FREE. 
Guaranteed. Write today 


Mercantile Forms Company, 


11 Avon St., Providence, 





LINE WANTED 
ELIMINATED because of production 
*‘blackout’’ want practi item 
sell automobile dealers in Texas- 
Oklahoma territory—where have 
worked twenty years contacting high- 
est type dealerships. Address Box 
285, Automotive News, Detroit, Mich. 


to}a@ gallon increase in 


needed, but Jeff only suggests it, 
he doesn’t insist. 

The plan works so well in Oil 
City that Jeff has decided to 
nationalize it, giving dealers in 
other cities and towns an oppor- 
tunity to profit by his discovery, 
and dig up service jobs that will 
enable a dealer to keep his sign 
above the door. 

* ¢ @ 

CH BRINGS me up to tell- 
ing you about a definite side- 
line for automobile dealers which 
strikes me as a decidedly original 
idea, promising profit for those 
taking advantage of the oppor- 
tunity. Mr. Automobile Dealer, 
have you ever thought of selling 
beer as a sideline? Well, you have 
your chance now through the de- 
cision of the Goebel Brewing Co., 
Detroit, to try out the automobile 
dealers as a distributing medium 

for its product. 

Goebel’s distribution is expand- 
ing rapidly on a nationwide basis, 
but it still has open _ territory 
which it seeks to cover. So the com- 
pany’s president, E. J. Anderson, 
has turned to the automobile in- 
dustry for some of his representa- 
tion. Therefore Goebel offers re- 
sponsible automobile dealers in 
selected territories who are seek- 
ing sidelines to supplement their 
service, used car and accessory 
business. The company figures that 
the automobile dealers are par- 
ticularly well-equipped in sales 
setup and experience to handle the 
distribution of beer. 

Mebbe Goebel has got something, 
eh? Even a martini addict like the 
columnist is supposed to be, can 
see the money-making possibilities 
of beer as a sideline. 

*. ¢ & 

NLY ONCE in a lifetime comes 

a 70th birthday so I look back 
in glowing appreciation to Jan. 5 
when I reached my own three- 
score-years-and-ten. I had tried to 
keep it a secret but somehow a 
host of my friends found it out, in 
consequence of which this old coot 
was in receipt of many congratula- 
tory telegrams, all of which were 
not hard to take. Lazybones that 
I am, I have been dreading the 
job of replying to those congratu- 
lations, so I take this opportunity 
to do it in a wholesale way through 
the column. So, kind friends, con- 
sider yourself thanked. 

Decidedly original was Henry T. 
Ewald, advertising agency tycoon, 
who sent me 70 red roses. Attached 
to each was a penny and the ac- 
companying note: “There may be 
some ‘cents’ to the song, ‘Pennies 
From Henny.’ Some are old and 
slightly used, but all can be shined 
and brightly tell the world that 
Chris is 70 today. He has lived a 
great life and all his friends join 
me in wishing him many, many 
happy returns of the day.” 


OO, THIS modest old violet at- 

tained local fame through sur- 
prisingly making Tony Weitzel’s 
“Town Crier” column in the De- 
troit Free Press. Tony went over- 
board for two-thirds of his precious 
space. I can’t help quoting his 
opening paragraph: 

“For some silly reason there 
were no flags flying in Grand 
Circus Park yesterday and there 
was no parade down Woodward 
and nobody shot off a 21-gun 
salute. All these things should have 
happened because it was a great 
day in the world of strong men 
who cherish friendship strong and 
true. It was Chris Sinsabaugh’s 
70th birthday. 

“I suppose that’s one of the 
penalties of living in the midst of 
a couple of million people because 
of the industry he has helped 
build. In a smaller town I’ve seen 
the birthdays of men no greater 
than Chris observed as civic holi- 
days. Not that Chris would have 
wanted anything like that. Chris 
is a modest guy and he fidgets and 
gets red in the face under the 
weight of public honor.” 


Tax Rise Defeated 


AUGUSTA, Me.—A proposed %-cent 
aine’s gasoline 
tax rate, intended to raise an esti- 
mated $900,000 annually for the relief 
of real estate taxes, was defeated b 
a four to one vote in a statewide ref. 
erendum last week. 


State Assn. Revived 
By N.M. Dealers 


ALBUQUERQUE, N. M.— 
(UTPS)—At a meeting of state 
dealers held here Dec. 30, for 
the purpose of discussing possi- 
bilities of using shop equipment 
for war production, it was de- 
cided to bring to life the dor- 
mant state association which 
was incorporated several years 
ago. 

H. Walker Hunsaker, secre- 
tary of the Albuquerque Auto- 
mobile Dealers’ Assn., was in- 
structed to contact the 200 deal- 
ers in New Mexico through dis- 
trict meetings with a view to 
holding a general state meeting 
in the spring. 


Trucking Pool 
Supported on 


Pacific Coast 


SEATTLE.—Over 300 men en- 
gaged in various phases of the 
motor trucking and bus industry 
in western Washington met here 
Jan. 5, and, by unanimous vote, 
endorsed the plan calling for es- 
tablishment of the Civilian Motor 
Transportation pool to meet emer- 
gency and other calls of the Army 
and Navy in this area. 

John L. Rogers, of the Interstate 
Commerce Commission, assisted by 
Chas Clark of St. Louis, chairman 
of the contract carriers division of 
American Trucking Assns., ex- 
plained the plan to the operators. 
This supercedes the local plan 
worked out a month ago when a 
pooling arrangement was agreed 
upon. 

The committee appointed at that 
time has been dissolved, and a new 
committee selected by Rogers, is 
functioning. This consists of George 
V. Eastes, representing the com- 
mon carriers; Carl Whitehead, con- 
tract carriers; Phil Dickinson, pri- 
vate carriers; C. B. Fitzgerald, bus 
lines, and James P. Neal, the Office 
of Civilian Defense. 








By William Ullman 
Washington Correspondent 


ASHINGTON — 
(The President 
‘| of the United 
;, States and the 
~ people of Amer- 
m ica have full 
me confidence not 

i alone in the 
ability of the 
automotive in- 
dustry to assume the largest 
single burden of war production, 
but in the patriotism of the men 
whose industrial and engineering 
genius have given this industry 
the strength and the capacity to 
do the job. 


That is the great fact which 
looms above all else at this 
moment of high importance in 
the life and destiny of the 
United States. Washington has 
given the automotive industry, 
all of it, a vast task to perform. 
Its true extent can only be un- 
derstood by those who know all 
of the many and intricate and 
encompassing technical ques- 
tions involved. 


But Washington, and the coun- 
try as a whole, has supreme con- 
fidence in the ability of this in- 
dustry to deliver the goods—and 
there is no doubt in any respon- 








U.S. Bans Export of 1942 
Cars and Trucks 


WASHINGTON.—Board of Eco- 
nomic Warfare, Office of Export 
Control, late last week instructed 
customs officials not to clear the 
exportation of 1942 model auto- 
mobiles and motor trucks, except 
under certain conditions. 

These instructions apply to all 
1942 model motor trucks, truck 
trailers, buses and chassis, pas- 
senger cars and chassis, and to 


Automotive Washington 


Washington Confident of Motor Industry’s Ability 
To Conquer Huge War Task 


other models if driven less than 
1,000 miles. 


All of the coast is considered in 
the combat area. 


Now and Then... 





FRED M. ZEDER 
(No. 22 in this series) 


LEZ, 





Ae 


THE ANNUAL meeting of the Society of Automotive Engineers will 
be held in Detroit this week, in consequence of which, this department 
feels it incumbent to glorify Fred M. Zeder. . . . Reason for which is 
that the vice-chairman of the Chrysler Corp., and also head of its engi- 
neering activities, has been selected as the key speaker at the banquet 
on Wednesday night. ... He will talk on “The Engineer's War Time 
Responsibility.” 

As an automobile engineer Zeder has had a brilliant and meteoric 
career. Coming into this industry from Allis-Chalmers in 1910 with the 
E-M-F (Everitt, Metzger, Flanders to you) in Detroit he found the 
engineering of motor cars in those days of the hit-and-miss order. It 
was crude indeed. ... It didn’t take Fred long to bring order out of 
chaos and when Studebaker bought E-M-F in 1913, Fred went along as 
chief engineer. At that time Studebaker did not build a gasoline car 
itself, selling the Studebaker E-M-F in connection with the Studebaker 
Electric. He engineered the Studebaker and it was while so doing that 
he laid the egg that hatched today’s famous “Three Musketeers” (Fred 
Zeder, Carl Breer and O. R. Skelton), who have made Chrysler products 
engineeringly famous. Fred hired Skelton to work for him at 38% cents 
an hour and he paid Breer $200 a month. ... The “Three Musketeers” 
have been working shoulder to shoulder ever since. 

As a trio they built the Zeder car, in Elizabeth, N. J. Although it 
never went on the market, it was an engineer’s dream and caught the 
eye of Walter P. Chrysler, at a time when he was Maxwell receiver 
and about to form the Chrysler Corp. ... You know what happened 
after Walter P. launched that corporation, which has become one of 
the industry’s “Big Three.” ... And it might be rightfully said that 
considerable of its success may be attributed to the engineering of 
the “Three Musketeers.” Photographically, we present, left, the Fred 
Zeder of today; right, young Zeder at the time he was making history 
for Studebaker. 





sible quarter—in any really re- 
sponsible quarter—of the will- 
ingness, the eagerness, of the 
industry to get to work on this 
job on a 100 percent, all-out 


basis. 
* * *# 


Industry Ready 


To Do Duty 

MUCH ALREADY has been 
done in this direction. A vast 
supply of goods essential to war 
was turned out by the industry 
last year—as much, in point of 
fact, as the federal government 
called for. Now that the call is 
for use of every machine for war 
production, that too will be done 
with all the speed and with all of 
the efficiency for which the in- 
dustry is world famous. 

Complete confidence of the 
American people in the ability 
of this industry to do the job, is 
unique tribute. Nowhere is there 
any doubt expressed that the 
almost incalculably vast task 
will not be taken in stride. 
Nothing has done so much to 
hearten all the embattled people 
everywhere as the knowledge 
that the entire resources, the 
entire skill, the entire capacity, 
the entire genius of this in- 
dustry henceforth will be de- 
voted to the single task of 
achieving victory. 

This is the fact which over- 
shadows all else in importance, 
places the accusations of self- 
seeking and publicity-seeking in- 
dividuals and organizations in 
their true light. ‘ 


People’s Faith 
Well-P laced 

THE AMERICAN people and 
their responsible leaders in Wash- 
ington have faith in the auto- 
motive industry and the men 
who have built it so that it is 
able to perform superhuman 
tasks. Now, as in the past, the 
industry will prove beyond a 
shadow of doubt that that faith 
has been well placed. 

Bill Knudsen has said, in his 
calm and quiet way, “the auto- 
motive industry will make the 
pieces.” It will—and then some. 


More Restrictions 
Placed on Car 


Users in Britain 


LONDON. — Britain’s consumers 
began 1942 faced with new re- 
strictions imposed by the govern- 
ment to economize on _ gasoline, 
rubber and manpower. 

Under local arrangements, retail 
distributors will pool their vehicles 
to provide common delivery fleets 
for groups of neighboring shops. 
The number of weekly deliveries 
will be restricted, and housewives 
will be prohibited from placing or- 
ders in big town stores for delivery 
to suburban homes. 

Retailers who refuse to cooper- 
ate will soon be made to realize 
their error, the Ministry of War 
Transport warned. The government 
can cut off their supply of gasoline 
through its ration powers, but since 
99 percent of the dealers are ex- 
pected to conform, it is not likely 
that this drastic measure will be 
necessary. 

If fuel used by retail traders can 
be reduced 25 percent, the annual 
savings will amount to more than 
12% million gallons. 

Car owners are now forbidden to 
buy and dealers to sell new auto- 
mobile tires for two months and 
thereafter only with a license. 
Every garage operator has been 
notified that if he is found to be 
overstocking on spare parts, in- 
cluding tires, he may see his stock 
requisitioned. 

Although British factories are 
producing more tires than ever be- 
fore, the demands of the fighting 
services are so great that civilian 
needs cannot be fully met. 


Miller Promoted 


NEW YORK.—Charles R. Miller jr. 
has been elected vice-president in 
charge of purchases of United States 
Steel Corp. and a member of its ex- 
ecutive committee and board of di- 
rectors, according to announcement by 
Benjamin F. Fairless, president. 
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SDITORS NOTE: We commend for the thoughtful reading of every executive in the Automotive Industry this digest 
of an article which appeared in Printers’ Ink, November 14, 1941, by H. A. Batten, President of N. W. Ayer & Son, Inc. 


This, or Silence... 


* * A suggested method of speeding up ‘the processes of Business and 
Government through the intelligent use of a basic tool of Management 


N osopy knows what is going to happen, but all of us 
are beginning to realize that we are in for a rather grim 
and difficult time. Just how grim and how difficult, re- 
mains to be seen. Some people think that our resources 
.. . 48 individuals and as a nation .. . will be taxed to 
the utmost. 


We are a Democracy, and Democracies are traditionally 
slow to act. A great many opinions must be aired and a 
great many arguments expounded, pro and con, before we 
can arrive at a decision to do anything. That is the price 
of liberty. 


Meanwhile, we are confronted with many serious and 
urgent problems. We are not getting ahead with them as 
fast as we should. The question is: What can we do to 
speed things up? 


The answer herewith suggested is this: By an intelli- 
gent use of one of the most potent and misunderstood 
tools of Management, the joint objectives of Business and 
Government can be more swiftly and effectively achieved. 


That tool is advertising ... but not advertising as it 
is too often defined by its critics (and many of its de- 
fenders). It is advertising operating under an entirely 
different conception as to its basic nature and function. 


Ask a hundred men for a definition of advertising, and 
you will get a hundred different replies. Nearly all of 
them, however, will contain the word “sales” or the 
word “selling.” 


Everybody thinks of advertising in terms of selling. 
That is unfortunate. Because advertising is not selling. 
It is something far bigger and more comprehensive. 


Let’s stop a minute and see why. 


At the present time, most advertising has to do with 
Business. When advertising is used by Business it be- 
comes a function of Business, like accounting, or manu- 
facturing, or maintenance, or the laboratory. 


Each of these functions has a specific purpose. Take 
accounting, for example. The accounting department is 
there to tell Management how much merchandise has 
been made and sold, to whom, how much it cost to make 
it, to sell it, and a host of other questions. 


Management has to know these things in order to be 
able to offer useful merchandise in the market-place at 
prices acceptable to the consumer. In other words, in 
order eventually to produce salable goods. 


Thus in a business the specific purpose of accounting 
is to provide information for Management . . . but its 
ultimate purpose has to do with sales. 


Or take the laboratory. Why is the laboratory needed? 
The laboratory is there to check the quality of raw ma- 
terials, to exert some control over the quality of the 
finished product, to find ways of making products of 
equal quality at less cost, to find ways of making new 
and better products. 


The Old Definition Won’t Work 


Why is it desirable to do all this? In order to provide 
product information for Management. That is its specific 
purpose. But its ultimate purpose is the same as the 
ultimate purpose of the accounting department. —t.é., 
sales. 


And so it goes, all down the line, until we come to 
advertising. Advertising also is a function of Business, 
but when we ask “What is the purpose of advertising?” 
we find that its specific purpose is completely skipped 
over, and the definition of advertising is given at once 
in terms of its ultimate purpose — sales. 


This is like saying that the purpose of the accounting 
department is sales, or that the purpose of the manu- 
facturing department is sales, or that the purpose of the 
laboratory is sales. 


Advertising should receive neither blame nor credit for 
sales. As a matter of fact, total sales volume is influenced 
at all times by the manufacturing department, the ac- 
counting department, the sales department, the labora- 
tory, and all the other departments of a business. It is 
no less influenced by the quality of the product, the price 


of the product, the intensity and effectiveness of the com- 
petition, the attitude of the trade, the economic condition 
of the country, and other factors too numerous to 
mention. 


How, then, can we accept a definition of advertising 
which identifies advertising solely with sales, when it is 
obvious that the net sales result is the sum total of many 
forces and factors so inextricably tangled that nobody 
yet has succeeded in devising « method for separating 
and measuring their relative influence? 


Let us try now to define advertising in terms of its 
specific purpose ... its immediate rather than its ulti- 
mate objective ... as all other functions of a business 
are defined and judged. 


Specifically, what do we expect our advertising to do? 


Advertising has one specific thing to do; and that is to 
inform, and often . . . although not necessarily always 
... to persuade. 


If some one still insists that when you say “sell” you 
are saying the same thing as “inform and persuade,” let 
us take a look at some recent advertising in the oil in- 
dustry, where considerable space and time were used 
in an effort to induce people to use less gasoline. If that 
is “selling,” it will be very difficult to measure the results 
in the sales figures at the end of the year. 


The truth is, the term “selling” has come to be used 
very loosely ... especially with reference to advertising. 
Advertising cannot make change, wrap up packages, or 
perform any of the many services or functions of the 
retailer. Most of the time, it does not even operate in 
the presence of an opportunity to buy. 


What advertising actually does is to convey a message 
. .. to say something which Management wants to say 
to a large number of people. 


Which leads us immediately to a definition and con- 
cept of advertising which has far-reaching implications: 


Advertising is a specialized technique for mass com- 
munication. It exists for two reasons ... because it is 
fast, and because it costs less than any other method. 


These are not the only characteristics of advertising, 
but they are the most essential ones. Without them there 
would be no advertising at all. These two characteristics 
explain why Management uses advertising. It uses it for 
exactly the same reason that it uses accounting — because 
it is the most efficient way to accomplish a desired end. 


The Responsibility of Management 
In the light of this definition it becomes apparent that 
advertising is nothing in the world but a tool of Man- 
agement. 


This is an exceedingly sharp and powerful tool; and it 
can be misused, just as accounting can be misused, or 
the franking privilege. But it cannot be dispensed with. 
And it cannot be dispensed with because there is no 
substitute. 


Because it has occasionally been misused, the tool of 
advertising has been attacked. But this is manifestly 
absurd. It would be just as sensible to criticize a hammer 
because somebody had used it to commit a murder. 


Because advertising is a difficult tool to handle, Man- 
agement usually prefers to enlist the aid of organiza- 
tions . . . advertising agencies . . . which are specially 
trained and skillful in its use. But the tool does not be- 
long to the agency; it belongs to the advertiser who 
pays for it. 


The final responsibility for advertising rests with the 
advertiser. As a basic technique, it is as much a part of 
his operating equipment as manufacturing or accounting. 
Yet it is a curious fact that many business men of the 
highest type, who would not think of turning out a 
shoddy product or falsifying their books or retaining a 
shyster lawyer or going to a quack physician, will never- 
theless use advertising methods which are both irre- 
sponsible and ridiculous. 


The whole standing and reputation of a company may 
be fundamentally affected by the advertising through 
which the company tells its story to the public. It is as 
important to safeguard the integrity of that advertising 
as it is to be represented in court by reputable counsel, 
or to keep the funds of the company in a sound bank. 


Nor can the importance of telling the story be too 


strongly emphasized. Any business Management which 
has nothing to say to the public at a time like this is 
either blind or inexcusably timid. 


To tell its story consistently and well, to keep itself 
always in the forefront of public knowledge and con- 
fidence ... that is one of the first duties of Management. 
No company can afford the luxury of silence. And it is 
not only a duty, but a right. Under our law and theory 
of government, the right of every citizen to free speech, 
to say his say, to have his day in court, is basic and 
inalienable. It is one of the four freedoms cited recently 
by the President of the United States. And like all free- 
doms, if it is not to be lost, it must be valued and fully 
exercised and defended. 


Thus it becomes clear that advertising is not a magic 
sales lamp, nor a species of sorcery, nor (as some of its 
critics would have us believe) a sinister device for the 
enrichment of entrenched privilege. It is simply a tool 
. . . & technique for mass communication ... and one 
which is among the most useful and important of all the 
tools which Management has at its disposal. 


Now, the usefulness of this tool of Management is not 
fully appreciated until it is remembered that Manage- 
ment is not confined to Business. _ 


Management means any responsible group or individual 
vested with authority to direct an operation or enterprise 
of any sort. 


New Horizons and Opportunities 


Government is Management. Organized Charity is Man- 
agement. Education is Management. Public Health is 
Management. The Nutrition Movement is Management. 
Every league, grange, society, federation or association 
in the land is Management. And most of them have 
something which they believe in and very much want 
to say. 


Some of these other forms of Management already are 
using advertising in an experimental but successful way. 
The U. S. Government, for example, is using advertising 
to recruit likely young men for our armed services, and 
to obtain technicians of various kinds. In Philadelphia 
the federated charities went to the public last year with 
a carefully planned program of advertising to tell their 
story of human suffering and service. Many other in- 
stances could be cited. 


But this is only a beginning. Advertising can be used 
in many ways yet untried and undreamed of ... to 
stabilize markets . . . to control inflation . . . to promote 
healthy competition . . . to thrash out controversies .. . 
to crystallize public sentiment in matters of public policy 
. . . to strengthen our minds and hearts as one people 
working toward a common goal. 


Here in America our whole existence is built around 
the Democratic process. That is what we will be fighting 
for, if we are going to fight. We feel, and will always 
feel, that Freedom is the greatest thing in life. And of 
all freedoms, freedom of speech is the most precious. 
If we doubt it, we need only look about us in the world. 
It is a significant fact that wherever the darkness of 
despotism lies over the earth, there is no voice but the 
voice of the dictator. 


In a Democracy, the supreme tragedy is silence. 


Yet the voice of Democracy is not always a clear voice. 
Often it falters, stutters, digresses. Sometimes it even 
forgets what it is talking about, there is so much to say. 
And particularly in an emergency, this can be dangerous. 


Here, especially, advertising can serve. As a technique 
of mass communication, advertising can sharpen and 
shape ideas, present them clearly and fairly in the public 
— bring them infinitely more swiftly to the point of 
action. 


Advertising, more than any other tool, can be used to 
speed up and make more effective the Democratic process. 


Advertising, if properly defined and understood, has 
before it a magnificent opportunity. By those whose task 
it is to build a better world, it will be used in constantly 
increasing measure. Advertising can be used to help in 
making our nation secure in time of war. It will be of 
even greater use in cultivating and making available to 
every one the fruits of peace. And it may be that some 
day our country may call upon it to carry to other, less- 
favored nations our vision of universal brotherhood and 
abundance, of human freedom and cooperation and 
good-will. 





AN IMMEDIATE 









BUSINESS OPPORTUNITY 


For a Few Responsible Automobile Dealers 





NDER today’s conditions (which 

are likely to continue for “the 
duration”), enterprising automobile 
dealers in all parts of the country are 
seeking new business opportunities in 
new fields of activity. 


They are on the lookout for some 
means of supplementing their service, 
used car and accessory business. 


To a few responsible dealers in se- 
lected territories, the Goebel Brewing 
Company is able to offer such an op- 
portunity . . . a distributor franchise 
for “Michigan’s National Beer.” 


This May Be the Answer You 
Are Looking For 


We believe this opening should prove 
particularly attractive to responsible 
automobile dealers at this time . . 
for many reasons. 


It will give them an immediate, and 
profitable, connection with an _ or- 
ganization of national reputation. 


It will enable them to use showroom 
and storage space which they already 
have available. 





It need not interfere with 
used car or service business; 
and it should provide profit- 
able employment for a good 
number of retail salesmen. 





















A Fine Product--A Solid 

Successful Business 
Goebel is recognized as one of the 
most spectacular beer successes since 
repeal. Product of a long established 
and financially solid company, it en- 
joys truly national distribution . . . in 
territories which account for 76% 
of the country’s population. 


Today, Goebel is probably the fastest 
growing brand of bottled beer in 
America. It is consistently advertised 
in Collier’s Weekly, and in metro- 
politan newspapers. It is represented 
in the field by a strong, aggressive 
distributor and sales organization. 


Good Distributors Needed-- 

for Growing Volume 
Month by month, Goebel quality, taste 
and uniformity continue to win new 
users. And expanding distribution has 
created the need for a limited number 
of new distributors in territories that 
still remain open. 


Established automobile dealers will 
find that a Goebel distributorship 
requires only a moderate financial in- 
vestment. It is a type of 
business for which they are 
well qualified by sales and 
management experience, 
and to which their facili- 
ties can readily be adapted. 


It is perhaps fitting that this war-time 
opportunity should come to automo- 
bile dealers from the motor capital 
of the world, Detroit. 


We at Goebel have a working know- 
ledge of the automobile business .. . 
a full understanding of its dealer set- 
up, sales procedure and problems. 


In fact, the personnel of our mer- 
chandising department has spent a 
great many years in the advertising, 
selling and servicing of automobiles. 


if You Are Interested--Write Us 


If you are interested in the imme- 
diate business opportunity outlined 
here, we will welcome a letter of in- 
quiry from you. 

Simply give a brief summary of your 
present connection and past expe- 
rience . .. tell us how many new cars 
you sold last year . . . include a photo- 
graph of your place of business .. . 
give a banking or other financial ref- 
erence. All correspondence will be 
handled in strict confidence. 


LAE Cay 


General Sales Manager 
GOEBEL BREWING COMPANY, Detroit, Mich. 


GOEBEL 
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, Extend Sales Ban to Feb. 2; Price Formula Set 


DEALERS FIGHT GETTING RESULTS 


NADA Convention to Draw Throng 





Sparks 


Ideal Press Quiz 
Wilson Sets Style 
Why Not More of ’Em? 
I Hear GM’s Story 


By 
Chris Sinsabaugh 





FTEN I have been envious of 
my fellow scribes in Washington 
who attend the famous White 
House press conferences and are 
privileged to fire direct questions 
at President Roosevelt. Most times 
they get answers that are informa- 
tive; other times the Great White 
Father skillfully sidesteps queries 
that are embarrassing, but in the 
long run the newspapermen get 
background that enables them to 
write intelligently about what’s go- 

ing on. 
s ¢ ¢ . 

THE AUTOMOBILE industry 
has been slow in getting around to 
the fact that frankness with the 
writers is the best form of public 
relations work that it could foster. 
Detroit writers have their “Off-the- 
Record Club,” and at each of their 
meetings one of the leading execu- 
tives appears—sometimes the presi- 
dent or general sales manager of 
@ car company; sometimes a high 
official from a tire concern, a 
steel company; sometimes some- 
body from OPM; sometimes a labor 
leader. The guest of the evening 
takes his hair down and answers 
every question, with the under- 
standing he cannot be quoted—that 
everything said is “background” 
and distinctly “off the record.” As 
a result, stuff that comes out of 
Detroit through these meetings are 
facts, not guesswork. 

* *« 

THIS HAS been so educational 
for the higherups in the automo- 
bile industry that it has brought 
about the ideal press conference— 
one where the writers can ask 
questions and quote the speaker. 
This streamlining of public rela- 
tions was effectively demonstrated 
Saturday afternoon, Jan. 10, when 
General Motors called a press con- 
ference, with its president, Charles 
E. Wilson, on the witness stand. 
The main theme was GM’s war 
work and the conference was called 
for the purpose of telling the news- 
papermen, from the various cities 
in which the corporation has plants, 
of the war work going on in those 
cities. A mighty good idea on the 
part of GM, I thought, because 
naturally those cities want to know 

(See SPARKS, Page 15, Col. 1) 
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Knudsen’s Talk, 


Henderson to 


Head Program 


Nat’! Problems Panel, 
Service Forum 
Are Other Features 


CHICAGO. — With un- 
precedented efforts in prog- 
ress to prevent wholesale 
destruction of the retail auto- 
mobile business, the National 
Automobile Dealers Assn. will start 
the most momentous convention in 
its history Tuesday in the Palmer 
House. Top fig- 
ures in the na- 
tion’s drive to 
mobilize, largely 
through the auto- 
motive industry, 
the full power of 
the U. S. against 
the Axis, and 
leaders in the re- 
tail automobile 
field will tell the 

< —— — 

attendance wha 
Wm. 8. Knudsen -ooms > te & 
store for this business. 

Among those who will address 
the NADA delegates at their 25th 
annual session, which might be 
called the organization’s silver ju- 
bilee were it not for the threaten- 
ing skies that are visible for all, 
will be William S. Knudsen, di- 


rector general of OPM; Leon Hen- 
(Continued on Page 2, Col. 5) 


Price Ceilings 
Are Set on 
Tire Retreading 


WASHINGTON.— Asserting that 
a price ceiling for used tires 
would be imposed soon, Price Ad- 
ministrator Leon Henderson last 
week attacked “widespread profi- 
teering” in second-hand tires with 
the announcement of an emer- 
gency schedule of maximum prices 
for “retreadable” tire carcasses and 
“retreads.” 

The schedule, which goes into 
effect today (Jan. 19), affects “re- 
treadable” and retreaded or re- 
capped rubber tires for passenger 
cars, trucks, buses, agricultural 
implements, industrial machines, 
motorcycles and other vehicles of 
common use. 

Meanwhile, it appeared likely 
that there will be rationing of re- 
treaded tires, since OPM disclosed 
that only 300 tons of crude rubber 
had been alloted for camelback to 
retread passenger car tires this 
month, and that the February 
quota would pinch down even more 
on passenger cars. 

The January quota was set at 
approximately 2,300 tons, but OPM 
directed manufacturers to devote 
2,000 tons to the manufacture of 
camelback for truck tires. 


The 300 tons in January, 
(Continued on Page 12, Col. 
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There IS a Tomorrow 
For Car Dealers 


Nw is NOT the time to give up — don’t take radical 
steps which later may haunt you. 

As things have been shaping up in Washington dur- 
ing the past week, there is every indication that: 

(1) Dealers will be fully taken care of as regards 
losses sustained during the new-car sales ban; (2) All 
civilian-use cars will be rationed through dealers with 
regular profits and storage charges allowed; (3) Used 
cars will not be frozen or rationed, at least not for the 
immediate future; (4) Sufficient repair parts will be 
made at once to take care of needs for two years, there- 


by assuring uninterrupted service volume; 


(5) A 


“Victory” car may be manufactured, at a sufficient an- 
nual rate to meet essential civilian needs as well as 
permitting dealers to maintain a skeletonized setup 
during the war; (6) Prices on new and used cars, if 
frozen, will be on a basis previously agreed on by deal- 
ers and OPA; (7) Government loans, or war work or 
other “sidelines” may be forthcoming to aid dealers. 

Until a clear-cut program is evolved, probably with- 
in the next 30 to 60 days, dealers would be indeed short- 


sighted to give up the ship. 


Don’t be hasty. 





There IS a tomorrow, so— 


Sufficient Repair Parts 
For 2 Years Likely 


By Pete Wemhoff 
Managing Editor 

DETROIT.—Fears to the con- 
trary notwithstanding, OPM in the 
near future will issue an order 
permitting the immediate manu- 
facture of sufficient replacement 
parts for cars and trucks to last 
for the next two years. 

To replace the present 80%-of- 
1941-output quota, OPM is ex- 
pected to issue an order raising to 
200 percent the quota for manu- 
facture of some parts for cars and 
light trucks. This would involve 
the making of heavier parts, such 
as gears and transmissions which 
would be difficult of manufacture 
once these facilities are converted 
to war output. 


The Top Ten 


PASSENGER CARS 
First Ten in Registrations Re- 
ported in Automotive News Today: 


1941 1940 
Pos. Make Pos. 
1—850,282 Chevrolet 776,120— 1 
2—578,807 Ford 496,622— 2 
3—435,578 Plymouth 407,487— 3 
4—294,199 Buick 270,248— 4 
5—278,514 Pontiac 218,769— 5 
6—220,577 Olds 182,300— 6 
i—206,408 Dodge 181,841— 7 
8—188,311 Chrysler 90,248— 9 
9—108,386 Studebaker 94,762— 8 
10— 87,687 De Soto 65,750—13 
Total All Makes 
3,582,430 $3,123,915 


For complete standing of all 
es, see Page 11, this issue. 





Output of parts made by press- 
ing machines, which probably will 
never be converted entirely to 
armament production, will prob- 
ably be limited to the 80 percent 
quota. 

OPM also is ready to issue an 
order raising to 120 percent the 
quota for the manufacture of re- 
placement parts for medium and 
heavy trucks. This would replace 
the present quota of 80 percent of 
1941 output. 

It is understood that producers 
of car and light-truck parts al- 
ready have submitted to OPM esti- 
mates on the amount of materials 
needed to produce two years’ sup- 
plies of parts. 

The anticipated revision of plans 
for repair parts, thereby assuring 

(See SERVICE, Page 12, Col. 1) 


Cars On Hand 
To Be Rationed, 
Rest Stored 


Storage Charge Set; 
Will Release Cars 
Bought Before Jan. 1 


By William Uliman 
Washington Correspondent 


WASHINGTON. —Develop- 
ments of the past week in the 
National Capital brought an 
important clarification of both 
the short-range and the long- 
range status of automobile dealers. 
The clarification came about large- 
ly at hearings held by the House 
Small Business committee, which 
for the greater part of the week 
listened to testimony by officials 
of the National Automobile Dealers 
Assn. and federal officials, chief of 
whom was Price Administrator 
Leon Henderson. 

Out of one of the most complex, 
many-angled situations with which 
any business ever has been con- 
fronted, it now is possible to draw 
the following specific facts and 
conclusions: 

The so-called Formula A on 

new-car price ceilings is to be 
adopted. Dealer ceiling prices for 
new cars will be based upon the 
manufacturer’s list price, plus 
freight, plus a 5 percent handling 
charge figured on the total of the 
list price and the freight. When 
the 5 percent handling charge ex- 
ceeds $75 the dealer is restrained 
from charging any more than the 
latter figure. 

The between 500,000 and 600,000 

cars, frozen as of Jan. 1, will be 
subject to rationing orders which 
will be issued by Feb. 2. The freeze 
has been extended to that date. 
Rationing will be placed in the 
hands of boards, like the tire 
boards. Henderson told the dealers 
that he expected these cars to 
move out into consumers’ hands 
“pretty fast.” 

The remaining 130,000 to 140,000 

ears, which come off the pro- 
duction lines by the end of the 
month, will be frozen by the gov- 
ernment for a year, for use as a 
stockpile for critical civilian and 
military needs. These cars will be 
stored with regular dealers who 
will be allowed by the government 
to add 1 percent a month, or $15, 
whichever is lower, to the selling 

(Continued on Page 7, Col. 1) 


SAE Pledges All-Out Aid, 
Hits ‘Too Many Cooks’ 


By Chester S. Ricker 
Technical Counsel 

DETROIT.—Pledging full coop- 
eration to the Automotive Council 
for War Production, the Society 
of Automotive Engineers last week 
heard its retiring president, A. T. 
Colwell, decry the “too many 
cooks” in Washington and else- 
where who are trying to run the 
automotive industry’s conversion to 
war production. 


Alvan Macauley, president of 


Automobile Manufacturers Assn. 
and chairman of the ACWP, re- 
ceived the SAE’s pledge of coop- 
eration at the annual banquet 
Wednesday night. Principal speak- 
er at the banquet was Fred M. 
Zeder, vice-chairman of Chrysler 
Corp., who outlined the industry’s 
mammoth task ahead. Zeder was 
introduced by O. E. Hunt, General 
Motors vice-president. 

Colwell, who was succeeded as 

(Continued on Page 6, Col. 1) 





AN IMMEDIATE 









BUSINESS OPPORTUNITY 


For a Few Responsible Automobile Dealers 


NDER today’s conditions (which 

are likely to continue for “the 
duration”’), enterprising automobile 
dealers in all parts of the country are 
seeking new business opportunities in 
new fields of activity. 


They are on the lookout for some 
means of supplementing their service, 
used car and accessory business. 


To a few responsible dealers in se- 
lected territories, the Goebel Brewing 
Company is able to offer such an op- 
portunity . . . a distributor franchise 
for “Michigan’s National Beer.” 


This May Be the Answer You 
Are Looking For 


We believe this opening should prove 
particularly attractive to responsible 
automobile dealers at this time .. . 
for many reasons. 


It will give them an immediate, and 
profitable, connection with an or- 
ganization of national reputation. 


It will enable them to use showroom 
and storage space which they already 
have available. 









It need not interfere with 
used car or service business; 
and it should provide profit- 
able employment for a good 
number of retail salesmen. 














A Fine Product--A Solid 

Successful Business 
Goebel is recognized as one of the 
most spectacular beer successes since 
repeal. Product of a long established 
and financially solid company, it en- 
joys truly national distribution . . . in 
territories which account for 76% 
of the country’s population. 


Today, Goebel is probably the fastest 
growing brand of bottled beer in 
America. It is consistently advertised 
in Collier’s Weekly, and in metro- 
politan newspapers. It is represented 
in the field by a strong, aggressive 
distributor and sales organization. 


Good Distributors Needed-- 

for Growing Volume 
Month by month, Goebel quality, taste 
and uniformity continue to win new 
users. And expanding distribution has 
created the need for a limited number 
of new distributors in territories that 
still remain open. 


Established automobile dealers will 
find that a Goebel distributorship 
requires only a moderate financial in- 
vestment. It is a type of 
business for which they are 
well qualified by sales and 
management experience, 
and to which their facili- 
ties can readily be adapted. 





It is perhaps fitting that this war-time 
opportunity should come to automo- 
bile dealers from the motor capital 
of the world, Detroit. 


We at Goebel have a working know- 
ledge of the automobile business .. . 
a full understanding of its dealer set- 
up, sales procedure and problems. 


In fact, the personnel of our mer- 
chandising department has spent a 
great many years in the advertising, 
selling and servicing of automobiles. 


if You Are Interested--Write Us 


If you are interested in the imme- 
diate business opportunity outlined 
here, we will welcome a letter of in- 
quiry from you. 

Simply give a brief summary of your 
present connection and past expe- 
rience . . . tell us how many new cars 
you sold last year . . . include a photo- 
graph of your place of business .. . 
give a banking or other financial ref- 
erence. All correspondence will be 
handled in strict confidence. 


Lo AeE Coy 


General Sales Manager 
GOEBEL BREWING COMPANY, Detroit, Mich. 


GOEBEL 


MICHIGAN'S gional BEER 
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